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Life iceeusiaeia Leaders 
Comment On Year Ahead 


LIFE INSURERS WILL THRIVE ON 
GREATER COMPETITION IN ‘58 


President Holgar J. Johnson of In- 
stitute of Life Insurance predicts that 
the business will thrive on the in- 
creased competition to be expected in 

* 1958, with the battle for the consumer 
dollar rising to a new level of intensi- 
ty. Mr. Johnson, in his outlook for 

- 1958, forsees life insurance sales and 
in force figures climbing to new peaks. 
His forecast follows. 


By HOLGAR J. JOHNSON 


There is every indication that life 
‘ insurance will thrive on the increased 
competition we 
can expect during 
1958, and attain 
new peaks in both 
the buying of new 
family protection 
and the aggregate 
ownership of this 
form of family fi- 
nancial security. 

Of one thing we 
can be certain— 
competition will be 
stepped up during 
the coming year in 
all lines of business. This will be true 
within businesses and between busi- 
messes. The battle for the consumer 
dollar will be at a new level of in- 
tensity. 


Holgar J. Johnson 


Based on the experience of the past 
year and the past half century, we 
have reason to believe that life in- 
surance will more than hold its own 
in this new year. During 1957, record 
gains were made by life insurance in 
both buying and ownership and this 
has been true during all past periods 
cof economic readjustment. 

In view of this, it is reasonable to 
»xpect that during 1958, American 
‘lamilies will purchase $70 billion or 
tven more of new life insurance and 

eir aggregate ownership will reach 

e half-trillion mark. 

One of the contributing factors in 
the 1957 gains was the intensive mar- 

eting efforts within the business, 
ividenced by the introduction of new 

wpelicy plans and features. These ef- 
~ Prts will undoubtedly continue dur- 

g the coming year. And this is a 
fend that will be of benefit to the 
‘asured families, as it will mean more 
families more effectively planning 

(CONTINUED ON PAGE 8) 


ANNOUNCEMENT 


Beginning with this issue, “The Na- 
tional Underwriter” is being published 
without a cover. This change makes 
*The National Underwriter” appear to 
te just what it is—a weekly newspa- 

Jer, not a magazine. 

| It will be noticed, too, that the paper 

is now enclosed in a mailing wrapper 
ked “Newspaper.” This will insure 

hore prompt delivery. 


—The Editors 


ECONOMIC READJUSTMENTS 
DUE, STEWART DECLARES 


Harry J. Stewart, president of West 
Coast Life and president of American 
Life Convention, in his comments on 
the outlook for 1958, says economic 
readjustments are in order, but pre- 
dicts that those who effectively meet 
the requirements of economic realities 
will find the year satisfactory. He 
warns that too much reliance on gov- 
ernment action instead of private ini- 
tiative may defer or even prevent 
satisfactory readjustments. Mr. Stew- 
art’s forecast follows: 


By HARRY J. STEWART 


The business outlook for 1958, for 
the first time in nearly two decades, 
is marked by sharp and substantial 
changes in basic business conditions. 
The spotty dislocations in the economy, 
now so readily apparent, suggest posi- 
tive action by those who would make 
1958 a satisfactory year. 

Current reports reflect contractions 
in capital expenditures, cutbacks 
in production, reduced profit margins, 
and increasing unemployment, but 
many people believe that these read- 
justments are long overdue and are 
logical reactions from the almost un- 
interrupted era of expansion and in- 
flation. 

“The past two decades have wit- 
nessed increasing demands by govern- 
ment, industry, and individual consum- 
ers. Productive capacity continued to 
expand to meet these demands. Huge 
deficit financing by government was 
followed, in the postwar period, by 
release of substantial savings upon 

(CONTINUED ON PAGE 8) 


Another Insurance 
Storm Brews In Texas 


The Texas senate is in the midst of 


another insurance investigation, os- 
tensibly to find out about a $2,000 gift 
from a life company president to an 
insurance department employe, but 
more to the point to carry on the run- 
ning political gun-fight for which the 
insurance business has served as a 
target for better than two years. 


Commissioner William A. Harrison, 
whose appointment was rejected by 
the senate but confirmed by a special 
ruling of the attorney-general, is in 
the hot seat in the latest controversy. 
He fired a department employe, J. W. 
Pierson, for accepting $2,000 from John 
L. McCarty, president of Estate Life of 
Amarillo. After firing Mr. Pierson, Mr. 
Harrison said Mr. McCarty would have 
to quit as president of Estate Life or 
the company would lose its license. 
Mr. McCarty resigned effective Dec. 23 
and was succeeded by Dr. Lee John- 
son, who was secretary. 

Sen. Charles Herring, chairman of 
the investigating committee, said his 
group was holding its hearings “just 

(CONTINUED ON PAGE 10) 


Life Sales In 1957 
Soared To Estimated 
Record $66.5 Billion 


Life insurance sales in 1957 soared 
to an estimated record total of $66.5 
billion, up $11 billion, according to 
Institute of Life Insurance. This is 
comparable to the total in force figure 
at the end of 1925. 


Ordinary sales were an estimated 
$46.2 billion, up $10 billion, reflec- 
ting in part the public response to new 
forms of personal protection such as 
the family plan and adjusted premi- 
ums offered on larger policies. Group 
life sales were an estimated $14 bil- 
lion, up $1.6 billion. This gain was 
accounted for primarily by the new 
$1.5 billion group life program for 
employes of the Bell Telephone sys- 
tem, the largest labor-management 
negotiated life insurance plan. Indus- 
trial life insurance purchases dropped 
slightly to $6.3 billion. 

At year’s end, 109 million persons 
held an estimated $456 billion of life 
insurance. The net increase in insur- 
ance in force in the year amounted to 
approximately $43 billion or nearly 
40% more than the 1956 record gain. 

The average amount of insurance 
per policyholder was only slightly 
more than $4,000, however. An av- 
erage family amount of $8,300 repre- 
sents just 14% times basic annual dis- 
posable income. Policyholders in 1957 
paid an estimated 3.8% of their dis- 
posable personal income, in an amount 
of $11,525,000,000, for life insurance. 

Total payments in living and death 
benefits was an estimated $6,655,000,- 
000, up $800 million. Living benefits 
continued to account for the largest 
percentage of payments with an es- 
timated $3,970,000,000. Death claims 
came to $2,685,000,000, largely due to 
the greater total of life insurance in 
force, although it is believed the death 
rate among policyholders will be 
slightly higher for the year. 

An aggregate of approximately 
$101.3 billion in assets was held at 
the close of 1957 by the more than 
1,200 life companies in the U'S., rep- 
resenting a total gain of $5 billion. 
The net rate of interest earned on 
these funds continued to improve for 
the 10th consecutive year, being es- 
timated at 3.7% before federal income 
taxes and 3.4% after taxes. 

New capital made available for fi- 
nancing amounted to about $5 billion. 
Corporate securities and mortgage fi- 
nancing made up the largest propor- 
tion of life insurance investment funds. 
At year’s end, life companies had over 
$44 billion invested in the securities 
of business and industry, up $2.5 bil- 
lion. Industrial and miscellaneous 
bonds totaling $21,550,000,000 account- 
ed for the largest block of corporate 
securities. Preferred and common stock 
holdings amounted to an estimated 
$3.5 billion, approximately the same 
as the previous year. 

Mortgage financing showed aggre- 
gate holdings of $35.2 billion, up $2.2 
billion. Holdings of U.S. government 
securities were $7,150,000,000, down 
$400 million. The decline continued a 
trend sustained for 11 years. 


Navarre Calls For 
New Body To Study 
Beiter Regulation 


University Teachers 
Elect Beadles At 
Philadephia Annual 


By JOHN B. LAWRENCE 


PHILADELPHIA—“Insurance regu- 
lation institutes” might well be set up 
on a state or zone 
level to undertake 
many important 
tasks leading to 
the perfection of 
functions and pro- 
cedures involved 
in the state regu- 
lation of insurance, 
Joseph A. Navarre, 
commissioner of 
Michigan and 
president of Na- 
tional Assn. of 
Insurance Com- 
missioners, sug- 
gested in an address to the annual 
meeting of American Assn. of Univer- 
sity Teachers of Insurance here. 

Study and analysis of purposes and 
objectives tends to perfect functional 
procedures, Mr. Navarre pointed out. 
Under the U. S. system of state regu- 
lation, the checks and balances de- 
veloped in a state-by-state basis couid 
be made more efficient and effective. 
In areas where uniformity is desir- 
able, methods of administration could 
be reviewed or analyzed for use on a 
nationwide basis. 

The character of the responsibilities 
charged to the state insurance regu- 
latory agency necessarily results in in- 
dividual interpretations in many 
areas. The virtue of flexibility writ- 
ten in the law should be preserved. 

The work of NAIC has been a val- 
uable balancing force in the super- 
vision and regulation of insurance. Its 
activities would be implemented and 
improved effectively through the or- 
ganization of insurance regulation in- 


J. A. Navarre 





OFFICERS ELECTED 

President—William T. Beadles, Illi- 
nois Wesleyan University. 

lst vice-president—Dan M. McGill, 
University of Pennsylvania. 

2nd_ vice-president and program 
chairman—J. Edward Hedges, Univer- 
sity of Indiana. 

Secretary-treasurer—Kenneth W. 
Herrick, University of Connecticut 
(reelected). 

Executive committee—Robert I. Mehr, 
University of Illinois, and Robert 
Steiglitz, assistant vice-president of 
New York Life. 

Editor—John S. Bickley, Ohio State 
University (reappointed). 





stitutes at the zone level, Mr. Navarre 
said. 

The development of programs and 
the preparation of studies could be 


aided by the insurance teachers’ as- 
(CONTINUED ON PAGE 15) 
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Companies Tell Why They Did What They 
Did In Developing Merchandising Plans 


The forum on agency decisions, 


which was a feature of the annual 


meeting of LIAMA at Chicago, brought out points of view representa- 
tive of various types of company operations. Because of the wealth 
of material presented, publication has been deferred until space for a 
full presentation was available, rather than presenting an abridged 
version, following is the substance of the statements of the participants, 


the completeness depending on the 

VINCENT B. COFFIN, SENIOR VICE- 
PRESIDENT CONNECTICUT MUTUAL LIFE, 
MODERATOR: Kaleidoscopic changes 
have made for difficult decisions for 
company presidents and agency of- 
ficers but these have been awfully good 
for the business. “I have not been in 
favor of all of these—some have 
been quite bad for the business—but 
the net is all to the good. We are 
much more forward-looking and less 
complacent.” 

A. W. TOMKINS, EXECUTIVE VICE- 
PRESIDENT, AGENCY, OF STATE FARM 
Lire: The decision of State Farm to 
enter the life business in 1929 was 
made primarily to bring about an in- 
creased spread of legal reserve life in- 
surance in the farming and rural 
areas; to enlarge the opportunity for 
greater financial returns in behalf of 
State Farm agents in rural areas; to 
head off and divert the increasing 
tendency on the part of other insurers 
to license State Farm agents for the 
writing of life insurance and other 
lines of gasualty and property insur- 
ance. 


The decision to enter the fire in- 
surance business in 1935 was made 
primarily to provide additional com- 
pensation for State Farm agents plus 
the fact that automobile, fire and cas- 
ualty insurance form a natural com- 
bination. 

Motivated by the company’s success 
in attaining its goal of a million auto- 
mobile policies by 1944, State Farm 
launched in January, 1946, a project 
for $1 billion of life insurance in 1954 
—a 9-year campaign. In 1949 the de- 
cision was made to develop full-time 
agents and State Farm initiated its 
“career man” concept Jan. 1, 1950. 
The company is committed to the 
philosophy that the building of a suc- 
cessful insurance agency rests not 
upon large production gains but rath- 
er on the development of large num- 
bers of successful agents. 

At the outset, State Farm decided to 
use the best selection tools and de- 
vices developed by LIAMA. It de- 
cided to formulate a financing plan 
for qualified men possessing “career 
man” specifications. It decided to pro- 
vide a local agent’s training program 
which is a step-by-step evolvement 
of skills, processes and materials 
geared to the development of a suc- 
cessful agent. He starts his activities 
in automobile insurance and gradually 
works into fire and life insurance as 
he is able to assimilate these addition- 
al lines. 

Other decisions included a sales pro- 
motional department to help in local 
sales and advertising; a company-wide 
managerial training program; plac- 
ing responsibility for training and 
supervising state directors in the hands 
of the home office agency department; 
and refraining from competing with 
other insurers within the same agency. 
_ Within recent months several cas- 
ualty companies have announced the 


availability of prepared material: 


addition of life insurance facilities or 
plans to do so. But there is no magic 
in the multiple-line aspect until and 
unless it is coupled with the “career 
man” concept. “You will not secure 
very much life insurance business 
from a casualty man but you can get 
a good deal of casualty business from 
a life insurance man.” 

In 1953, 1,387 local agents of State 
Farm earned $6,000 or more but in 
1956 the number increased to 2,228 
and the average income per agent was 
$10,986. The top 100 members of the 


1956 President’s Club, from the stand- 
(CONTINUED ON PAGE 19) 


Put Clamps On Credit | 


Coverages In Texas 


AUSTIN—Drastic reductions in 
rates for credit life and credit A&S 
insurance, along with stringent regu- 
lations limiting policy amounts, were 
announced last week by the Texas de- 
partment to become effective March 1. 

The estimated reduction in premi- 
ums and interest for small borrowers 
amounts to $8 million, or approximate- 
ly 50%. The credit insurance rules are 
applicable only on loans not exceed- 
ing $1,000, restricting the policy limits 
to the amount of the loan. Under cur- 
rent rules credit life could be written 
for 175% of the loan and credit A&H 
for 300% of the loan. 

Under the order the maximum rate 
for level life is set at $1.40 a year for 
each $100 of insurance, with the pres- 
ent maximum being $2, and the max- 
imum rate for reducing life is set at 
$1. 

Other major provisions are: Setting 
a maximum commission of 40% as 
compared with the current state av- 
erage of 54% for credit life and 62% 
for credit A&H; abolition of the 25 
cent fee for writing policies, and de- 
livery of a complete policy to each in- 
sured. 

The order followed a hearing in 
November and conferences with offi- 
cials of other states. 


Advises GAs To Make 
Training ‘Palatable’ 


The agent responds to training in 
direct ratio to what the general agent 
puts into it, Richard K. Wilson, New 
York Life, San Diego, declared in 
stressing merits of a “palatable” train- 
ing program. 

Speaking at the December meeting 
of Los Angeles Life Insurance Man- 
agers Assn., Mr. Wilson said if training 
is unpalatable for the trainer, it is un- 
palatable for the trainee. A well-or- 
ganized training program is palatable 
to the agent, and he thrives on ideas 
soundly presented and develops con- 
fidence in the management team. 

He said creative training is necessary 
in developing the agent’s versatility. 
This gives renewed emphasis on cre- 
ative selling instead of just peddling 
policies and rekindles enthusiasm of 
the established agent. 


Two Teachers Outline 
Pros And Cons Of Case 
Method Of Instruction 


PHILADELPHIA—The case meth- 
od of insurance instruction can be used 
to help students learn facts, practice 
thinking and get a glimpse of wisdom, 
according to Davis T. Ratcliffe of New 
York Inurance Society’s insurance 
school, who spoke at the annual meet- 
ing of American Assn. of University 
Teachers of Insurance here. 

While the case method can be used 
only to a limited extent with beginners 
learning basic facts, it may be em- 
ployed with more effect when they 
advance to a point where they are 
thinking about practical problems, Mr. 
Ratcliffe said. 

The case method is handicapped 
when it comes to teaching subjects 
based on knowledge of many mem- 
orized facts. Suitable cases are diffi- 
cult to find and the method itself is 
more work than the lecture system. 
Also, the instructor stands a chance 
of losing prestige if he cannot answer 
his students’ questions when cases 
are discussed. 

If the case method is adopted, Mr. 
Ratcliffe said, teachers should make 
sure that students study the cases so 
that they can talk about them in class. 
The instructors should encourage spir- 
ited discussions and sum up at the 
end of the session to avoid leaving 
the principles hanging in mid-air. 

James McPherson, Boston College 
insurance professor, reported the 
method works well with his under- 
graduates. It can be used best when 
the object is to describe what is going 
on and why things are being done, as 
opposed to telling “how to do it.” 

He agreed with Mr. Ratcliffe that 
the method does not lend itself to 
some subjects and that good cases are 
difficult to find. But he did not see 
harder work and possible loss of pres- 
tige as valid objections. 

Teachers using the method must en- 
courage the students to “live” the 
case and, most important, make de- 
cisions. A big advantage is that the 
cases are written in an understand- 
able way. 

The cases help students realize that 
insurance involves people, prices and 
problems in addition to the small print 
and exclusions. However, the teach- 
ing value is lost if the cases are too 
simple, Mr. McPherson said. 


Hanley Retires After 
49 Years With LIA 


George V. Hanley, oldest employe 
of Life Insurance Assn. of America 
in point of service, has retired after 
49 years with the organization. He 
was honored at a luncheon in the of- 
fices at New York. 

Mr. Hanley has been secretary with 
various duties in the legal department 
for the past year. He was managing 
clerk for many years before becoming 
assistant secretary in 1946. 


National Union Lite Enters Minn. 


National Union Life of Montgomery, 
Ala., has been licensed in Minnesota 
and has appointed Ernest A. LaSalle 
Jr. as general agent in Minneapolis and 
St. Paul. The principal stockholder of 
National Union Life is W. L. McKnight, 
the chairman and largest stockholder of 
Minnesota Mining & Manufacturing 
Co. National Union writes all forms of 
life, endowment, group and A&S 
policies. 
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Companies Compete 
Most Keenly Over 


Premiums: Guertin 


PHILADELPHIA—Although life 
companies compete vigorously to im. 
prove their prod- 
ucts, services, 
staffs and meth. 
ods, this competi- 
tion rises to its 
greatest intensity 
when it comes to 
premium rates, A, 
N. Guertin, actu- 
ary of American 
Life Convention, 
asserted at the an- 
nual meeting of 
American Assn. of 
University Teach- 





A. N. Guertin 


ers of Insurance. 

Today’s rate competition is aimed 
at giving more coverage for the same 
price, Mr. Guertin told a luncheon 
session in Bellevue-Stratford hotel: 
Underwriting costs and investment 
yield are important considerations in| 
achieving this goal, he said in discuss- 
ing price competition in life insurance, 

Among the devices being used in 
price competition, he listed gradation 
of premiums by policy size, “specials” 
and terminal dividends. The forces of 
competition may make grading by) 
policy size a universal practice. Special 
policies have strong friends and foes. 
A number of companies are recogniz- 
ing improved mortality among women 
by granting a rate-down, usually three 
years, in some states. 

e 

A widely used competitive tool is; 
the 20-year net cost illustration, which 
can be used for good in the hands of 
a competent agent. 

The family policy is an important 
and competitive new product, Mr. 
Guertin said. It is the first ordinary 
policy under which companies will 
pay claims on persons not listed with 
them, but merely on proof of existence. 

High cash values in the early years 
are attractive to some clients, such ast 
business firms, and are to be reckoned 
with in today’s competition. 

Insurers can rely on low premium 
rates and low commissions or they can 
use high rates and high commissions 
to seek large volume. Most companies 
are between these two ladders. 

Companies compete strongly for 
agents because of the part they play 
in the competitive situation. Good will 
and effective advertising also con- | 


| 


tribute to success. ( 
e 











Although life insurance is a highly { 
competitive field, the companies freely ‘ 
exchange a great deal of information { 
and keep no trade secrets, Mr. Guertin ‘ 
pointed out. He doubted that all this 
cooperation has had any effect on the f} 
competitive picture. 

No matter what may be done in the 
way of merchandising, incurring heavy {) 
expenses and “gadgetizing,” he de- 
clared, a company’s success depends /, 
largely on the creation of a manage-/ 
ment and staff team that is dedicated 
to serving the policyholders. 

The speaker was introduced by * 
Charles C. Center, University of Wis- 
consin, president of the association. 


Edwards agency of Security Mutual 
at New York will give an accelerated .. 
A&S licensing course, beginning | 
Jan. 7 at 4:30 p.m. | 
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JAMEs E. BAEHR 


Mr. Francis J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 

This is the greatest company and business in the world! When my fine asso- 
ciate, Ed Chilton, brought me into the business a little over two years ago, I 
had no idea of the thrills and fine income I would receive. 

First, I won a beautiful wrist watch for qualifying for the 60 Club—60 cases 
in 60 days. I have just received word that I have qualified for the Million Dollar 
Round Table during my second year in the insurance business. 

Now as to my earnings: 

First year. . . . . «s+ « « « « inexcess of $ 8,000 
Second year . . . ...... ~~ « « inexcess of $20,000 


I look forward to “Ceiling Unlimited” in my future. 


These wonderful years of my life have been made possible because of un- 
stinting cooperation from our home office and the best kind of leadership from 


our State Manager, George Landis. 
Sincerely, 


James E. Baehr 


An agent cannot long travel at a faster gait than the company he represents! 














> Lhe Friendly 
ae AN IKTLIEN ILITIRTE company” 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
aA DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Six Hundred Million Dollars of Insurance in Force 
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Successful Agent Must Keep Eye Glued To 
Objectives: Service, Prestige Of Work 


The objectives of adequate income, 
best service for the most people and 


increased prestige for the insurance 
profession must be kept in sight con- 
stantiy if a man wants to be suc- 
cessful in insurance, Harper Bass, 
Massachusetts Mutual Life general 
agent at San Antonio, counseled Aus- 


tin Assn. of Life Underwriters. 


When a man enters the insurance 
field his primary goal is usually mak- 


ing money, said Mr. Bass, but very 
shortly an agent realizes that this 
goal also involves two others—the 


needs of the client and the standing 
of his profession. Both of the latter 
goals can help an agent achieve the 
highest possible income, he said, and 


more than that, the three together 
can serve as standards to guide the 
course of an insurance career and to 
give a program for living. 

These objectives apply to several 
aspects of insurance, and Mr. Bass 
discussed some problems confronting 
the insurance man that can be solved 
by keeping an eye “on the ball.” For 
example, today much insurance busi- 
ness is highly technical, and certain 
jobs must be done by specialists. Al- 
though an agent must be able to dis- 
cuss such subjects intelligently, he 





s 


“There’s more new here than steel and stone!’ 


“Terr’s a tingle of excitement, here ... based on new ideas, 
new policies, new ambitions, new enthusiasms and capable, 
new young specialists in our various departments. 

“There are new sales records, too. For example, a 61% 
increase in 1957 over 1956, following a 36% increase in 


1956 over 1955. 


“This is the dynamic atmosphere in which we begin 
a year in which we expect to write the greatest 


0. 
chapter in our 81-year history! 


“Our new structure, now arising, is far more than a 
much-needed addition. It’s testimony of past and present 
growth . . . a symbol of further gains the future holds for 


American United. 


“In Life, Group and A & S, American United is a sales- 


AMERICAN UNITED LIFE 


INSURANCE COMPANY e 


—SAYS CLARENCE A. JACKSON, PRESIDENT, 


AMERICAN UNITED LIFE INSURANCE COMPANY 


minded company—‘The Company with the Partnership Phi- 
losophy.’ This philosophy represents a way of living which 
we enjoy, in common, with our policyholders and associates. 

“If you want to know more about American United, 
write to me personally.” 








LIFE 


HOME OFFI 





iene 
Kase, 


y-Woak-3 a hot-Ue mm Chet hace! 


INSURANCE COMPANY 


The Company with the Partnership Philosophy 


CE: INDIANAPOLIS, INDIANA 


ALL ORDINARY LIFE FORMS - FLEXIBLE OPTIONS - LOW NET COST SPECIALS - UNIQUE JUVENILE - GROUP INSURANCE - GROUP RETIREMENT - PENSION TRUSTS - NON-CANCELLABLE 
DISABILITY - GUARANTEED RENEWABLE MAJOR MEDICAL - GUARANTEED RENEWABLE HOSPITAL & SURGICAL - SPECIALISTS IN SUBSTANDARD UNDERWRITING—REINSURANCE 
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must call in specialists to work out 
the details. Unless an agent expects tc 
specialize in group insurance or pen- 
sions, Mr. Bass cautioned, he is well 
advised to avoid becoming too involved 
with any one or two cases of this 
type; he will make more money by 
devoting most of his time to his regu- 
lar work while the specialist takes 
over the time consuming details. 
Another problem may arise from 
the development of new uses of in- 
surance. The so-called bank-loan or 
minimum-pay plans, the split-dollar 
plans and others have created con- 
troversies. But whether an agent is 
convinced by the reasons for these 
plans or by the objections to them, he 
has a duty to understand the other 
side of all such disputes, Mr. Bass 
insisted, in order to answer questions 
in a manner that will encourage trust 
in the agent’s fairness. Any time an 


agent forgets he is a professional man | 


using everything in the rate book and 
everything in the insurance contract 
for the welfare of his client, said Mr. 


Bass, he had better remind himself of | 


his own true interests. 
e 
A successful insurance man must 
be a_ successful manager, Mr. Bass 
pointed out, of both his home and his 





business, and an agent should always | 
explain the insurance business to his | 
wife so that she can understand his © 
problems and help him solve them. | 


Regarding financial 
Mr. Bass stated that it 
simple matter of living within a rea- 
sonable budget and avoiding long 
term commitments except for necessi- 
ties, such as a house and, of course, he 


management, — 
is often a | 


pA Ra ial 


adds, for life insurance. This is a de- | 


sired goal in terms of creating client 
confidence but it is not always a sim- 


ple matter, he noted, for the same } 


characteristics which accompany a 
successful salesman are also the ones 
which may cause a man to keep very 
poor financial records, buy luxuries, 
and make most of his purchases on 
the basis of nothing down and a dollar 
a week for the rest of his life. These 
tendencies are not necessarily bad, 
and may supply the incentive for 
energetic efforts, but they must be 
kept under control. 

e 


The best way an insurance man 





can give a proper example in business, | 


said Mr. Bass, is to manage his own 
business affairs so that he is able to 
buy a substantial life insurance pro- 


gram. He should have enough life in- © 


surance so that when people ask him 
how much insurance he carries on his 
own life, he can tell them in truth an 
amount so large they will be “abso- 
lutely shocked.” This is the best way 
to raise the life insurance sights of 
friends and clients, according to Mr. 
Bass. Although the amount of insur- 
ance must vary with the needs of 


each individual, he said $100,000 is | 


still a “magic number.” 
The cash or loan value of a per- 


manent insurance plan may also help | 


the insurance man achieve his long 
range objectives, said Mr. Bass, by 
giving him a readily available source 
of capital, with a resultant increase 
in the owner’s sense of security as 
well as in his credit rating. 


As an example of how group action | 
can increase the prestige of the busi- © 
ness and raise its professional stand- | 
ards, Mr. Bass pointed out the activi- | 


ties of the Austin association, which, 


he said contributed greatly to a suc- | 


cessful reorganization for the Texas 
insurance department. “Actions such 


as these,” he said, “will make our | 


group looked upon as the professional 
group we really are.” 
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Milligan, 4 Other 
Metropolitan Life 


Executives Retire 


NEW YORK—Samuel Milligan re- 
tired Dec. 31 as senior vice-president 
of Metropolitan Life. He had been 
with Metropolitan since 1906. 

Other Metropolitan officers who re- 
tired Dec. 31 are Herbert L. Rhoades, 
3rd vice-president and personnel of- 
ficer; Louis G. Buisson, 3rd_ vice- 
president in the city mortgages divi- 
sion; and Harry D. Guthrie, assistant 
general counsel. Elmer Q. Oliphant, 
group sales supervisor and former all- 
America football star for the United 
States military academy, also retired. 

Mr. Milligan joined the Metropolitan 
shortly after coming to this country 
from his native Ireland. He is a fel- 
low of Society of Actuaries and of 
Casualty Actuarial Society. 


Praetorians Now 
Mutual Company 


The Praetorians, for 60 years a fra- 
ternal life insurance organization, be- 
came Praetorian Mutual Life Ins. Co. 
on Jan. 1. Home offices will remain 





J. M. Mottley 


T. H. Penton 


in Dallas and “no personnel changes 
are contemplated in either the field 
offices or among the company’s exec- 
utives,” according to J. M. Mottley, 
president. 

“There will be no changes in any of 
the policies issued before Jan. 1, 1958 
and there will be no changes in pre- 
mium payments or the amount of 
benefits provided by these policies,” 
he added. Also, the new charter per- 
mits the company to issue A&S as 
well as life. 

Conversion to an old line legal re- 
serve mutual life company “will place 
us in a better position to comply with 
present and anticipated insurance 
regulations in the states in which we 
now operate, “Mr. Mottley explained, 
“and will enable us to start immedi- 
ately on an intensive campaign to add 
more well-qualified agents to serve 
our clients. 

The newly-named company has as- 
sets of more than $22,500,000; insur- 
ance in force totals more than $77 
million and more than $34 million has 
been paid to its members and their 
beneficiaries since the company was 
founded in 1898. 

The conversion of the society into a 
mutual life company “will enable us 
to offer a wider range of services and 
better policies, and also will place the 
company in a better position to meet 
increased operational costs,” Mr. Mot- 
tley said. 

Other officers of Praetorian Mutual 
include T. H. Penton, vice-president 
and agency director; A. E. Hill, secre- 
tary and treasurer; J. Wade Payne, 
actuary, and John N. Harris Jr., at- 
torney. 
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More Companies Announce 1958 Dividend Action 


5 
Funds Left with Company 
n- 
Curent Old with- With- Accum 
Policies Policies drawals drawals Divd’s 
% % % 
New rates Approx. 3.4 3.4 3.4 
12% Iner. ‘ 
Approx. Approx. 4 4 4 
5.5% Incr. 5.5% Incr. 
Increased Increased 3.25 3.25 3.25 
Ka a 3.35 3.35 3.35 
Same as 'S? Same as'S7 6345 3 3.25 
3 3 3 
= 3.15 3.15 3.15 
op "(f) Same Incr. 3 3 3 
** Same as ’57 ad 25&3.5 2.5&3.5 
Increased Increased 3.25 3 3.25 


(e) With increase for certain investment plans and in the dividends on participating 


(g) Except approx. sie decrease on 3!/2% policies issued prior to Sept. 15, 1941. 
no change. CSO issued prior to Jan. 1, 1957, dividends increased at 


— Left with Company 
on- 
Current Old with- With- Accum. 
Name of Company Policies Policies drawable drawable Div'ds. Name of Company 
Yo % % 
Mass. Mutual ......... 
Aetna Life ........... Increased 3 a 
Bkrs. Natl., N. J. ..... Same as ’57 Same as’57 3 25 3 Mutual Life, Can. ..... 
Calif.-Western ....... 9 3 3 3 
Canada Life ......... *(e) *(e) 3.25 3.25 3.25 Mutual Life, N. Y. .... 
Churchmembers’ _.......... . 5 3 3 3 New England Life 
Coastal States ........ ie ¥ 3 25 3 Ohio National ........ 
Columbian Mut., Tenn ss a 2.5 2.5 2.5 Pacific National ....... 
Confederation ....... ”(b) a 3 = 4 Pen Mutual .......... 
Continental Assur. Increased 3 3 3.25 State Mutual, Mass. .... 
3 ‘ Same Same Victory Mutual ........ 
Excelsior Life ........ to June 30 to June 30 4 4 4 West Coast Life ...... 
Government Personnel ... Same as’57 3.125 3.125 3.125 (b) Except for slight increase in a few plans. 
John Hancock ......... Same as ’57 Same as’57 2.5 2.5 3 (d) American Experience. 
Guardian, N. Y. ...... yi (i) 3.1 3.1 La! 
Kansas Farm Life ...... " " 2.25 2.5 3 paid-up additions. 
Kentucky Home Mut. .... i 4 2.5 2.5 2.5 (f) Except Equity Builder increased. 
Loyal Protective ...... Approx. Appro 3.25 3.25 3.25 
15% Incr. 7! % en (d) (i) Amer. Exp., 
Lutheran Mutual ....... Same as '57 Same as sy a 3.6 


Hearings On Unintended 
Benefits And Hardships 


In Tax Law Open Jan. 7 


WASHINGTON—House ways and 
means committee hearings on the so- 
called unintended benefits and hard- 
ships in the tax law will open Jan. 7. 
They are expected to continue into 
February. Among the items the Treas- 
ury wanted included in last year’s bill 
were a provision for partially restoring 
the payment of premiums test for es- 
tate tax liability of insurance proceeds 
and a provision to deny the interest 
exemption to policy loans made to pur- 
chase life insurance. 

The bank-loan provision was omit- 
ted from the bill as submitted. The 
bill was stymied because opponents 
of the payment of premiums test suc- 
ceeded in making action on the bill 
subject to a proviso that the premium 
payment test could be voted down. 


Equitable Society Cuts 


Some Annuity Rates 


Equitable Society has introduced a 
new scale of rates for life, refund and 
joint and survivor annuities which are 
generally lower than the current rates. 

The reductions vary with the issue 
age and type of annuity contract. The 
new rate basis and dividend scale re- 
flect such current trends affecting an- 
nuity costs as interest earnings, mor- 
tality among annuitants and expenses. 
Commissions rates on all single con- 
sideration annuities sold after Jan. 1 
have been increased. 

The Baltimore-Washington Insur- 
ance Telephone Directory has just been 
published by the National Underwriter 
Co. Copies may be obtained for $1 each 
from the National Underwriter Co. at 
420 East Fourth street, Cincinnati 2, 
Ohio. 
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x Is Good for Your 
Community 


Is Good for Your Clients 


xt Is Profitable for You! 


As perfected by the Washington National, Creditor 
Group Life Insurance becomes an integral part of all 
Consumer Credit transactions—providing security and 
peace of mind for your clients and building good will 


for your organization in 


your community. 


* This modern coverage is one of many through which 
WASHINGTON NATIONAL creates a market for our 
field force. We'll be glad to furnish details on the marvel- 


ous opportunity you have for increased earnings with... ¢~ 


Washington National Insurance Company 


EXECUTIVE OFFICES: EVAN 
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STON, ILLINOIS 


hight ages on level term, life and endowment. 


Mutual Realigns 


Sales Department 


NEW YORK—Effective Feb. 1, Mu- 
tual of New York’s sales department’s 
sales and management operations will 





E. C. Danford James B. McAfee 


be organized into a merchandising di- 
vision and a management and man- 
power division, with the present staff 
and several additions. 

The market development division 
and the administrative division will 
continue as they are presently organ- 
ized. 

E. C. Danford, 2nd vice-president 
for sales, will head the merchandising 
division. Assisting him will be How- 
ard E. Barnhill, who is being ad- 
vanced to superintendent of agencies. 
Mr. Barnhill was formerly director of 
management training. 

James B. McAfee, 2nd vice-presi- 
dent for sales, will direct the man- 
power and management division. Aid- 
ing him will be Robert U. Shallen- 
berger, superintendent of agencies. 

Others on the staff of the mer- 
chandising division will include Al- 
bert C. Trussel, director of sales pro- 
motion; Paul Brower, director of ad- 
vanced underwriting; Richard B. 
Thompson and Richard T. Borah, re- 
spectively director and assistant di- 
rector of employe benefit sales; Glenn 
O. Mulvey, director of A&S sales; and 
John J. Mahon, who assumes the 
newly-created position of director of 
field services. Mr. Mahon is now man- 
ager of the Newark agency. Before 
that he was at Boston and at the home 
office. 

The staff of the manpower and 
management division will comprise 
Donald J. Mertz, director of field 
training; Louis A. Buenz and George 
F. Brown, respectively director and 
assistant director of management 
training; Charles R. Murrah, director 
of recruiting; and Joseph J. Melly Jr., 
director of brokerage sales. Mr. Mertz 
now is director of recruiting. Mr. 
Buenz has been manager at Oakland, 
and Mr. Murrah has been manager at 
Kansas City. 








‘A&H Bomb’ Can Set 
Off Sales Reaction, 
Cragg Tells N. J. Assn. 


Picturesque selling is essential in 
today’s competitive business situation, 
Ernest E. Cragg, regional group su- 
pervisor for Washington National at 
Washington, D.C., told a meeting of 
New Jersey A&H Assn. He suggested 
that insurance men examine their 
techniques to see if they are appeal- 
ing to the right motives in their sales 
approach. 


HAeNATIONAL UNDERWRITER 


First, he said, find the right target 
—the qualified prospect, then explode 
an “A&H bomb” under him. Elements 
of an “A&H bomb” are the facts or 
series of facts that can touch off a 
chain reaction in a prospect when ex- 
ploded in his presence, and will lead 
him to form ideas about the value of 
insurance as protection against injury. 

° 

Prosperity may make insurance men 
fatalistic about the effectiveness of 
selling, said Mr. Cragg, and lead them 
to believe their prospect’s mind is 
made up even before they start to sell. 


Milwaukee A&H Men 


Entertain Orphans 


Members of Milwaukee A&H Under- 
writers Assn. and their wives enter- 
tained 75 children from Milwaukee 
county children’s home Dec. 20. 
Members provided entertainment, gifts 
and dinner for the children at the as- 
sociation’s annual Christmas party for 
orphans. 


Associates Life of Indianapolis has 
been licensed in Michigan. 


| Before that, Pacific Mutual manage- 
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Pacific Mutual Service 
Records All Electronic 


Pacific Mutual Life became the 
world’s first life insurance company 
with all of its individual life insur- 
ance policyowners’ service records 
controlled by electronics, according to 
a company release. 

When the last policy record was 
processed at the home office, policy- 
owners throughout the country became 
beneficiaries of the speed, precision | 
and amazing flexibility of an “elec- 
tronie brain” established in the com- 
pany’s Univac data-processing instal- 
lation. 

When the giant $2 million electronic 





system was set up in the home office 
in 1955, it was the first such installa- 
tion in private industry in the west. 


ment had given the project two years 
of intensive investigation, survey and | 
study, and had put a like period into | 
the training of experts to supervise | 
the operation of the system. i 


More than a million individual rec- | 


@.. ord cards previously maintained man- | 
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¥ ually, have been replaced by electronic 


recording. The number will increase 
as other phases of the company’s rec- 
ord-keeping are taken over by Univac. 

According to President T. S. Bur- 
nett, the electronic record-processing 
is “shortening the distance” between 
the company and its policyowners. 
Through electronics the company can 
give service that is more down-to-the- 
minute—and do it faster and more 
economically. This “increased nearness 
to the policyowner,” Mr. Burnett said, 
is one of the major objectives of the 
change-over to electronic processing. 


Blue Cross Rate Hearings 
Commissioner Smith of Pennsylva- 


cv ormmees 


. nia will hold a public hearing on the | 


rate filing made by Associated Hos- 
pital Service of Philadelphia, Blue 
Cross, in Philadelphia beginning Jan. 
13. Room 496 of City Hall has been 
made available for the hearing. 
Hospital Service Association of 
Western Pennsylvania at Pittsburgh 


. and Capital Hospital Service at Har- 


risburg also have filed for rate in- — 
creases and hearings will be held in 
Pittsburgh and Harrisburg also. 

Mr. Smith will preside over the 
hearings, with members of his de- 
partment staff, and the examination 
of witnesses will be conducted by | 
Thomas D. McBride, attorney general. 


3 Companies Join HIA 


Allstate, Allstate Life and Brother- 
hood Mutual Life of Fort Wayne have 
joined Health Insurance Assn., bring- | 
ing total membership to 265. 


Receives Top F. ield Man Award 


Lawrence Walsh, district manager 
at Murdock, Minn., has been awarded 
the “field man of the year” trophy by 
Group Health Mutual at the annual 
sales meeting in Minneapolis. He was 
also among the company’s top-rank- | 
ing life producers as well as first in) 
A&S. Also receiving awards were 
Clifford Bruley, Cloquet, Minn., and | 
Edward Walsh, DePere, Wis., for out- | 
standing life production, and J.° 
Fletcher Smith, Minneapolis, and Sid- 
ney Hough, Stratford, Wis., for out- | 
standing A&S production. 


To Speak At Ind. Agents’ Annual 


Donald Barnes, vice-president, In- 
stitute of Life Insurance, and Carlyle 
Dunaway, legal counsel of NALU, will 
be two of the featured speakers on the 
program of the annual meeting of 
Indiana Assn. of Life Underwriters in 
Indianapolis, May 23-24. Among the 
discussion leaders announced to date 
are State Sen. J. Russell Townsend, 
Indianapolis, chairman of the legisla- 
tive committee investigating hospital 
insurance in the state, and Oren 
Pritchard, vice-president of NALU. 
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= PRAETORIAN MUTUAL LIFE INSURANCE COMPANY 


aa Praetorian Mutual now broadens its fields of service 


...andad will be Known as 


+ to many thousands of present policy owners and to the 
neral. | entire life insurance buying public. Pridefully, Praetorian Mutual 
joins with other strong life companies in fulfilling more completely 


bring- | the needs and desires of the insurance investor. 


rd 


ager career opportunities for agents 
farae 
hy by 


— You will be interested in learning about the new plans... 


— the new contracts...the new look in Praetorian Mutual’s 


Ree ambitious program to expand its services. Write to T. H. Penton, 


eet agency vice president, The Praetorian Building, Dallas, Texas. 
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Life Insurers Thrive On 


Greater Competition In ‘58 
(CONTINUED FROM PAGE 1) 
their financial security. 

Coupled with this growth will be a 
material increase in the flow of bene- 
fits to policyholders and beneficiaries. 
There will be a natural increase, just 
from the rise in outstanding business, 
but the gain will be even proportion- 
ately larger as more and more of the 
older policies, bought some years ago, 
enter fully into the benefit paying 
years. ; 


eeeeeveveveeeeeeeeeeeeeeeeereeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


No. 1 INA SERIES 






“\ Hugh S. Bell, CLU a 
Seattle 


Spokane @ [Walter J. Shields, CLU During 1958, the aggregate pay- 
ments to American families by the 
nation’s more than 1,200 life compa- 
nies, including their health insurance 
policies, annuity and pension pay- 
ments as well as life insurance, will 
probably exceed $9.5 billion. 

An important by-product of this life 
insurance growth is the increase in 
capital funds made available for the 
financing needs of the economy on 
the Main _ streets of the _ nation, 
through investment of the assets. Dur- 
ing the coming year these funds will 
continue to grow at a rate not far 
from that of the past year and in 
years to come, the rise may well ac- 
celerate as our people add more life 
policies for retirement purposes. 







Portland 
Herb W. Ehrsam 











EQUITABLE LIFE OF IOWA IN 


THE NORTHWEST 


During 1957, the $100 billion mark 
in total assets of all life companies 
was passed and during the coming 
year, the aggregate will probably rise 
In bustling cities and quiet villages of the Pacific to $106 billion or even more. The im- 
northwest, through Washington’s apple country, portance of this rise in policyholder 

ee i ; ; ‘ie funds is further emphasized by the 
Oregon’s rich timber lands and Idaho's famous fund : ‘lable f. : t 
‘ -ctions, Equitable Life of Iowa is ably rep- , ee 
potato sections, Equité —_ &P ment each year. Adding these, the life 
resented by these general agents and their agency insurance dollars being placed in the 
associates. Theirs is a distinguished record of fine capital markets as new and reinvest- 
insurance service in keeping with Equitable’s ment funds, may exceed $17 billion. 
high traditions. To these men, congratulations This is an important stabilizing ele- 
from the Equitable Life of Iowa! ment for the 1958 economy, from the 

standpoint of capital flow. 
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Grand Rapids GAs Elect 


Clarence Wolcott has been named 
president of Grand Rapids Life Man- 
agers & General Agents Assn. Also 
elected were LaVern A. Frohardt, Min- 
+ nesota Mutual Life, vice-president, 
and Bruce W. Gilmore, Northwestern 
Mutual Life, secretary-treasurer. 


LIFE INSURANCE COMPANY OF IOWA 
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FOUNDED IN 1867 IN DES MOINES 





For Modern Americans 
IT’S MODERN 
LIFE INSURANCE 














Modern Americans seek that assurance which comes from proper budgeting of today’s dollars to meet 
tomorrow’s needs. Millions of families make provision for the future through the medium of life insur- 
ance, which has kept faith with Modern America constantly adjusting its services to changing con- 
ditions. Throughout its 75-year history Modern Woodmen has constantly developed new plans to meet 
changing needs. This is why so many Americans have safeguarded their future financial welfare 
through the protection provided by Modern Woodmen life insurance. 


eo For Modern Life Insurance 
ro 





It’s MODERN WOODMEN 





$615,000,000 LIFE INSURANCE IN FORCE ASSETS EXCEED $200,000,000 $835,000,000 RETURNED TO POLICYHOLDERS AND BENEFICIARIES 





MODERN WOODMEN of America ; HOME OFFICE — ROCK ISLAND, ILLINOIS 
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Economic Readjustments 


Due, Stewart Declares 
(CONTINUED FROM PAGE 1) 
markets short of goods and by un- 
precedented expansion of private 

debt. 

“Now, with demand in many lines 
approaching fulfillment, and heavy 
debt a deterrent to spending, the re- 
quired readjustments should cause no 
surprise. 

“The opinion long held by many 
that business and personal spending 
decisions could be based on steady 
and continuing inflation may be dis- 
credited by the current downward 
movement of the economy. A general 
recognition of the fallacies in this re- 
gard can contribute to the return of 
sounder attitudes toward spending, 
saving and credit. Such attitudes 
should strengthen the economy and 
help to contain inflation, as we meet 
demands for the adequate defense of 
our way of life. 


“The record for 1958, and our ef- 
fectiveness in making readjustments, 
may be determined largely by how 
we rise to the challenge of economic 
realities, both as individuals and as 
government. 

“Those who effectively meet the re- 
quirements of these realities should 
find the coming year quite satisfac- 
tory, particularly in laying the foun- 
dations for future growth and prog- 
ress. This must include recognition 
that saving and thrift are again most 
wothwhile, that buying should be 
kept within ability to pay and that 
earnings must ever be related to 
productivity and efficiency. 

“Failure to accept these principles, 
and the placing of too much reliance 
on government action rather than 
private initiative, may well defer and 
even prevent satisfactory readjust- 
ments. 

“Certainly, the coming year once 
again brings life insurance companies 
unusual opportunities to aid both in- 
dividuals and businesses in solving 
their problems, and to stimulate the 
increase in savings that is required to 
maintain the high level of the econ- 
omy.” 


Group Underwriters Assn. 
Of Dallas Elect Officers 


Officers elected for 1958 by Dallas 
Assn. of Group Underwriters are: 
Sedgwick S. Gordon, Provident 
L.&A., president; Harry Owens, 
Great-West Life, vice-president; John 
F. Stewart, Pacific Mutual Life, secre- 
tary; and Charles R. Johnson, South- 
land Life, treasurer. 


Legal Counsel To Speak 


Miss Zita Stone, associate legal 
counsel of Bankers Life & Casualty, 
will address the Jan. 9 meeting of 
Chicago Home Office Life Underwrit- 
ers Assn. She will speak on “Insurable 
Interest in Life Insurance.” 


Blue Grass Lite To Dissolve 


Blue Grass Life of Covington, Ky., 
has filed a statement of intent to 
dissolve with the secretary of state. 
The company was chartered in 1948, 
but American Heritage Life of Jack- 
sonville, Fla., now owns all its stock. 
The number of shares issued and out- 
standing was set at 194,031. 


The Baltimore-Washington Insur- 
ance Telephone Directory has just been 
published by the National Underwriter 
Co. Copies may be obtained for $1 each 
from the National Underwriter Co. at 
= East Fourth street, Cincinnati 2, 

hio. 
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Equitable Of lowa 
Revises All Non-Par 


Equitable Life of Iowa has intro- 
duced a complete revision of its entire 
line of nonparticipating contracts, fea- 
turing prugressively lower premium 
rates for progressively increasing 
amounts of insurance, effective Jan. 1. 
This principle, making use of what 
the company terms the “Q factor,” will 
be extended to the full line of par- 
ticipating policies sometime in the fall 
of this year. 

The revision also includes a new 
schedule of preferential rates on non- 
par policies issued to women, being 
based on improved mortality of female 
risks generally and making full use of 
the “Q factor.” Policies issued on this 
basis will have the same cash values 
and dividends as applied to male lives 
at the same age. 

Examples of the new rates, per thou- 
sand using the “Q factor,” are: 


Ordinary Life-Nonparticipating 
Age 35 


New New 

Amount Old Male Female 

$ $ $ $ 
5,000 22.68 20.22 19.12 
,000 22.68 18.94 17.84 
100,000 22.68 18.70 17.60 

Age 50 

5,000 38.38 35.08 32.33 
25,000 38.38 33.80 31.05 
100,000 38.38 33.56 30.81 


New New 
Amount Old Male Female 
$ $ $ $ 
5,000 7.71 7.95 7.45 
25,000 7.71 6.67 6.17 
100,000 7.71 6.43 5.93 
A 50 

5,000 18.37 17.52 15.02 
25,000 18.37 16.24 13.74 
100,000 18.37 16.00 13.50 


recognition to the improved mortality 
of women in both future and existing 
issues of its participating $10,000 min- 
imum special whole life and special 
paid-up at age 65 plans. These retro- 
active reductions will be made auto- 
matically on the policy anniversary 
date in 1958. 


Samaritan Life Is 


Renamed Union Trust 


The board of Samaritan Life of Du- 
luth has changed the name of the 
company to Union Trust Life and is 
making plans to expand operations 
from 10 states to 12, including Wis- 
consin. 

Control of the company last summer 
passed into hands of a Milwaukee 
group headed by Milton Polland, gen- 
eral agent of Security Mutual, who is 
chairman. Executive offices are now 
in Milwaukee. Union Trust Life writes 
life, group and A&s. 


LUTC A&S Training 


Course Set For Chicago 


Chicago LUTC A&S course sched- 
ules for 1958 are now being readied, 
with classes to begin the week of Feb. 
10. The project, which is sponsored 
by LUTC on a nation-wide basis from 
February to May of each year, con- 
sists of 12 weekly two and one-half 
hour classes. Last year the Chicago 
unit had five classes operating and 
expects to increase this number to 
eight for the current sessions. Tuition 
fee is $40 in advance, which includes 
cost of texts. 

According to Edgar D. Tripple, area 
chairman for Chicago, enrollment will 
be limited to 25 per class. (Mr. Trip- 
ple is vice-president of Rockwood Co. 
agency, life, accident and group de- 
partment, 135 South La Salle street, 
Chicago 3). All applications and checks 
must be submitted to the area chair- 
man prior to Jan. 31. 

The A&S course is a “practical on- 
the-job training program with pri- 
mary emphasis on the development of 
Sales skills and the use of knowledge 





LIFE INSURANCE EDITION 


in the underwriter’s daily business life, 
according to LUTC. Prerequisites in- 
clude one year’s experience in life in- 
surance selling; completion of com- 
pany training required during that 
year, and the recommendation of the 
applicant’s general agent or manager. 

Instructors are experienced field 
men who have been carefully selected 
by LUTC, and uniform leadership is 
assured by means of training confer- 
ences and standard lesson plans and 
guides. 

Further information and applications 
may be obtained in the Chicago area 
from Mr. Tripple or various agency 
heads. 


Former Pru Executive 


Joins Newark PR Firm 


Mack Johnson has been elected 
executive vice-president and general 
manager of John Moynahan & Associ- 
ates of New Jersey Inc., a Newark 
public relations organization which is 
an affiliate of John Moynahan & As- 
sociates of New York City. 

Mr. Johnson, a former newspaper 
man, has been executive vice-presi- 
dent of Williams & London Public 
Relations, Newark, and for 10 years 
previously was director of public in- 
formation of Prudential. 


Toledo Estate Planners 
Elect Floyd President 


Toledo Estate Planning Council has 
elected Robert L. Floyd of Arthur 
Young & Co. as president at the De- 
cember meeting. Other officers are: 
Josiah T. Herbert, Toledo Trust Co., 
vice-president; Lawrence G. Bell Jr., 
Aetna Life, secretary, and Joseph A. 
Yager, attorney of Cobourn, Yager, 
Notnagel, Smith & Beck, treasurer. 

Speaker was Robert L. Skinner, 
certified public accountant and tax 
department manager of Ernst & Ernst 
of Youngstown, O. 





How Pacific Mutual 


does more for its 


Agency Managers 


















MODERN SALES AND 


TRAINING TOOLS 


Highlights of Pacific Mutual’s “Traininy 
for Success” Program are the Audio- 


Visual Training and Sales Tools featuring : 


Automatic sound-slide training fiims ¢ 
Dynamic sales films in full color « 

A lightweight portable projector « 
(used in prospect's home or office) 


...@ Company that looks to the future! 


with a Field Tested 


: “Training for Success” 
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CAREER DEVELOPMENT 
PROGRAM 


. 
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Many months of research and field testing went 
into the “Training for Success’ Career Develop- 
ment Program. The objectives were: 


1. A basic, easy-to-sell package —“Planned 
Income Property”—designed to assure sub- 
stantial early production for the new Agent. 


2. A continuous training program that makes 
a natural transition into programming and 
advanced underwriting. 


A companion program is the “Selection for 
Success” Agency building program. 


Life Insurance Company 


HOME oFFice: Los Angeles, California 
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portunity 


IN SAN FRANCISCO 


FOR THE MAN READY FOR 
General Agent Qualifications 





National Reserve Life, one of America’s fastest 
growing Companies with over $215,000,000 In- 
surance In Force, is continuing in 1958 its vigor- 
ous expansion program. We have available now 
in the desirable San Francisco territory an out- 
standing opportunity for the man qualified for 


General Agent operation. 


National Reserve Life offers you the utmost 
in home office cooperation and tested sales aids. 
Make this your “Year of Decision” and write us 


Lis today . 


. all correspondence in strict confidence. 





Enduring as Rushmore 






H. O. CHAPMAN, 


President 


S. H. WITMER, 


Chairman of the Board 








TOPEKA + SIOUX FALLS 








Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 
underwriters. 





Life Underwriters Service Corporation 


Life Underwriters Service Corp. 
Security Bldg., Denver 2, Colo. 


I am interested in your service. Please send further 
information, at no obligation te me. 


Maigthis . 
Coton § 
7 tomay Address. 


Agent 
Gen. Agt. 
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Another Insurance Storm 


Brews On Texas Scene 


(CONTINUED FROM PAGE 1) 
to look around and see what we can 
find.’”’ Mr. Harrison charged the com- 
mittee attempted to cast Mr. McCarty 
“in a hero’s role.” He said Mr. Mc- 
Carty made a false financial statement 
of the condition of Estate Life, using 
this as the basis on which the transfer 
of $114 million in policies was made 
to that company from the defunct 
Physicians Life & Accident. 

“Now,” Mr. Harrison said, “Mr. Mc- 
Carty is saying he was duped and de- 
frauded by the state of Texas.” 

Mr. Herring responded by contend- 
ing that Mr. Harrison knew he had 
been “derelict in his duties,’ and in 
effect was attempting to cover up. 

There was bitter cross-examination 
when Mr. Harrison and J. D. Wheeler, 
liquidator for the insurance depart- 
ment, were on the stand, at one time 
the charge being made that reinsur- 
ance was “palmed off on Estate Life by 
the insurance commission without 
transferring a single asset.” 


Mr. Harrison issued a_ statement 
saying he has challenged the compe- 
tence and good faith of the manage- 
ment of four companies in recent 
months, and “all have thrown in the 
sponge without contest. There will be 
more challenges when information 
now being developed is completed.” 

He went on to say that “For some 
reason which I do not understand the 
senate and general investigating com- 
mittee has seen fit to cast one of the 
most recently challenged company 
presidents (Mr. McCarty) in a hero’s 
role . . . The man they chose for that 
role admitted under oath that on Aug. 
27, 1957 he made a $2,000 gift to a 
man who at that time was an employe 
of the state board of insurance.” 

Mr. Harrison went on to charge that 
Mr. McCarty’s statement that Estate 
Life will become insolvent if com- 
pelled to carry out its agreement to 
assume the policies of Physicians Life 
would be untrue if Mr. McCarty had 
made a true statement of the assets 
and reserves of Estate Life. 


Mr. McCarty told the investigators 
he gave the $2,000 to Mr. Pierson be- 
cause Mr. Pierson was in a financial 
plight and was a good man “to cul- 
tivate.”” Mr. Pierson invoked the Texas 
version of the fifth amendment 62 
times while he was on the stand. 

There was considerable questioning 
about the transfer of the $11% million 
in policies from Physicians Life & Ac- 
cident, now in temporary receivership, 
to Estate Life. It was brought out that 
Mr. Wheeler had failed to verify an 
unsworn financial statement submit- 
ted by Mr. McCarty in connection with 
the reinsurance statement, and Mr. 
Harrison testified that he took “ever- 
one’s word that the figures in the 
statement were true.” 

The hearings were recessed until 
after the holidays, and Mr. Harrison 
made another statement in which he 
said in part that he sees “no good be- 
ing accomplished by such abuse, in- 
sinuations, innuendoes, wisecracks and 
unsupported allegations that were 
thrown at me, the board members and 
the liquidator.” 


The Pittsburgh Insurance Tele- 
phone Directory has just been pub- 
lished by the National Underwriter 
Co. Copies may be obtained for $1 
each from the National Underwriter 
nae 420 East Fourth street, Cincinnati 
2, O. 
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If you're considering 


AUDIO-VISUAL 





BUY JUST THE 
PROJECTOR? 


INVESTIGATE and 
YOU WILL BUY 


SALESMASTER 








Wr. Sates Master 


. . . today’s most advanced, 
self-contained, audio-visual 
unit, designed to give you the 
optimum in modern “sight 
and sound” selling. 


Tr. Sates Master 


when combined with the 
twenty minute sound, colored 
film “Planning Your Finan- 
cial Future”, helps transform 
your prospect into a POL- 
ICY HOLDER with maxi- 
mum results. 





ONE AGENT 


SOLD 
$1,000,000 


of Life Insurance in his 
first year’. . . using 
Mr. SALES MASTER. 


(Name furnished upon request) 














Write today for complete infor- 
mation on the “Modern Way” to 
sell life insurance. 





Sales Master 
Corporation 
404 East 20th Street 
Denver 4, Colorado 


























(Coren ectucut Matual 


ANNOUNCES... 


RI! @ REDUCED RATES 


® LOWER PREMIUMS 
ON LARGER POLICIES 


. | @ WOMEN’S RATES STILL LOWER 
| @® EVEN BETTER POLICY FEATURES 


——_ 

od f 

it } For more information about 
— \ the “Best for Even Less” 





















Rates Lowered 
Eight Ways 


LOWER Basic Premiums: 
Connecticut Mutual introduces a new schedule of premiums for 
all types of policies — life, endowment and term — lower at 
most ages. 



























STILL LOWER Premiums for Larger Policies: 


The basic premiums have been further reduced for policies be- 
tween $5,000 and $10,000; and a larger reduction applies to poli- 
cies $10,000 and over. 


EVEN LOWER Premiums for Women: 


New basic premiums for women are lower than those for men at 
all ages and on all life, endowment and term plans. They also get 
the benefit of even lower premiums for larger policies. 


Of additional importance the cash values and dividends are 
the same as those for men, even though the premiums are lower. 


RRS RE phat Tie tos SS ine 4 Ns Bp Pisin MCP Rept, Loe AP te, Shy 8 
RATE REDUCTIONS HAVE ALSO BEEN EXTENDED TO THE FOLLOWING: 


>» Family Income Agreements 
» Decreasing Term Agreements 
B » Accidental Death Benefit Agreements 
>» Disability Waiver of Premium Agreements 


, > Single Premium Life and Endowment Policies 


The Connecticut Mintual 


LIFE INSURANCE COMPANY : HARTFORD 





















Increased Benefits Through 
Many Policy Improvements 


Long recognized for its liberal policy features, CM has now made its 
contracts even better — including: 


HIGHER CASH VALUES: All new policies for both men and women will have 
higher cash values. These increases are particularly substantial during the © 
early policy years. 


NEW LIFE INCOME RATES: Incomes under life annuity options have been in- 
creased at ages beyond 65. 


IMPROVED TERM COVERAGE: New lower rates on all term plans... New 20 
year term plan... Liberalized non-forfeiture values on term plans. . . Lib- 
eralized conversion provisions. 


IMPROVED DISABILITY WAIVER OF PREMIUM PROVISION: Civilians will now 
be covered for disabilities resulting from war. Annual dividends may be used 
to buy additional insurance even though the policyholder is disabled. 


NEW OPTION EXTENDS MATURITY DATE: For the many people who want to 
work after their planned retirement date, this new provision lets the policy- 
holder put off receipt of proceeds or income for up to five years after the policy 
maturity date. 


PREMIUM REFUNDED IF PAID BEYOND MONTH OF DEATH: Along with the death 
benefit the Company will refund that portion of the current premium covering 
any period beyond the month of death. 


INTEREST PAID FROM DATE OF DEATH: Interest will be paid on policy proceeds 
up to one year from the date of death to the date of payment of the claim. 


ConnMuMatic MONTHLY CHECK SERVICE: This convenient service enables a 
policyholder to pay premiums automatically from his checking account each 
month at less cost than regular monthly premiums. 
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| made to hold another 
'NAIC zone 4 officials Feb. 11-13 at 
_ Michigan State University. 


| sociation 


january 4, 1958 


sociation and other interested organiza- 
tions. Because of the specialized train- 
ing mecessary in various aspects of 
insurance regulation, coordination by 
colleges of law, business, mathematics 
and the like would be _ desirable. 
American Bar Assn. might undertake 
an analysis of state law, while its in- 
surance section, in conjunction with 
various legal foundations, could give 
aid in perfecting insurance regulation. 
Mr. Navarre, who addressed a lunch- 
eon session on “Perfecting the System 
of State Regulation of the Business In- 
surance,” asserted that the adminis- 
trative agency responsible for preserv- 
ing and protecting the public interest 
in the field of insurance must be ef- 
fective and efficient. 

“Because of the dynamic character 
of our society and our economy, per- 
fection of government is a constant, 
unremitting task,” he said. “The na- 
ture of our society is such that law 
and its administration frequently finds 
itself outstripped by social and eco- 
nomic progress. 

“The insurance industry, sensitive 
to public needs and wants, is essen- 
tial to our economic prosperity and 
jour social well-being. If the business 
lis to be regulated by a system of gov- 
 ernmental agencies in the public in- 
‘terest, they too must be responsive 
‘to public needs and wants.” 





' A Michigan insurance regulation 
} institute was held in 1951 shortly after 
| Mr. Navarre became commissioner. 
' Under his leadership, plans are being 
institute for 


Asked to comment on extraterritor- 
_iality, Mr. Navarre said there may have 
been a time when this type of law 
was beneficial to insurance and its 
development. However, the point has 
been reached where it may be needed 
no longer. 

At its business meeting, the associa- 
tion elected William T. Beadles, Illinois 
Wesleyan University, president for 1958 
to succeed Charles C. Center, Univer- 
sity of Wisconsin. Mr. Center, in his 
concluding remarks, noted that the as- 
is moving into new and 
higher levels of activity. 





Attendance at the 2-day session was 
165 plus guests. This was quite high, 


* according to Acis Jenkinson III of 
- North America, who was in charge of 


~-eemareme.- 


ower ree 











local arrangements. He attributed this 
to the lineup of prominent speakers 
and the association’s observance of its 
silver anniversary. 


The annual Elizur Wright award for 
outstanding insurance literature was 
not presented this year because the 
selection committee could not decide 
on a winner. An advisory committee 
of former winners was organized this 
year. This group has devised a new 
method of selection which was ap- 
proved by the executive committee. 

S. S. Huebner, president emeritus 
of American College, and Frank G. 
Dickinson, economist and statistician 
of American Medical Assn., reminisced 
at the luncheon about the association’s 
birth and early struggles. Mr. Hueb- 
ner, first president of the association 
in 1932-34, noted that the number of 
college insurance courses and teachers 
has increased considerably since that 
time. The fact that the membership 
could be even larger is a challenge 
for the future, he said. 

Mr. Dickinson, first secretary of the 


LIFE INSURANCE EDITION 


Calls For New Body To Study Better Regulation 


(CONTINUED FROM PAGE 1) 


association, read some humorous ex- 
corpts from minutes of meetings back 
in the 1930s. 


-_ 

Possibly responding to the challenge 
seen by Mr. Huebner, the association 
will conduct a membership drive in 
1958. The association editor, John S. 
Bickley of Ohio State University, heads 
the drive. The association’s stepped-up 
activities in various areas is consid- 
ered an attraction for prospective 
members. The support of more people 
teaching insurance also is needed. 

The association adopted a resolution 
endorsing the ideas which led to the 
first international insurance confer- 
ence at Philadelphia last May and of- 
fering its active support to University 
of Pennsylvania’s Wharton school in 
its forthcoming study of the feasibility 
of holding similar meetings in the fu- 
ture. 

The executive committee approved 
a new constitution which becomes ef- 
fective Jan. 7. 


7 


Ny 


_ 


space points. 


SS UARGHAN STORES Sh 


NATIONAL 


_. 


SHIELDS=— 
= YOU 


TT 


Dp 





Resolutions were adopted in tribute 
to C. Arthur Kulp, dean of the Uni- 
versity of Pennsylvania business 
school, and Victor E. Sweeney, Uni- 
versity of Florida, who died this year. 
Mr. Kulp was a past president and 
Mr. Sweeney was on the executive 
committee. 

The executive committee will study 
an offer from Million Dollar Round 
Table to provide speakers from among 
its members for appearances at col- 
leges. The committee felt the expen- 
ditures involved might be used more 
advantageously for supplying teach- 
ing material. 

Forty-six applications were received 
by the fellowship program in 1957. 
Fellowships were obtained for 32 of 
the applicants. There was a slight de- 
crease in the number of fellowships 
awarded, compared with 1956, but 
about the same number of teachers 
actually participated in the program. 

American [Institute and American 
College held their annual breakfasts 
for association members who are 
CPCUs and CLUs. Former Huebner 
fellows were guests at the Huebner 
Foundation’s annual breakfast. Amer- 
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NOT YET, ANYWAY... 


In case you’ve been wondering, we are not yet 


accepting applications for agencies in any outer 


There are still quite a few people in the good 


old U. S. A. we haven't written yet. 


THE 


NATIONAL WIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE_NASHVILLE, TENNESSEE 
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ican Mutual Insurance Alliance was 
host at the luncheon the first day. 

The 1958 meeting will be held at 
Chicago in late December. The execu- 
tive committee will select the hotel 
and exact dates. Other annuals are 
slated for Washington in 1959, New 
Orleans in 1960 and New York in 1961. 


Selke New Chief Examiner 


Of Texas Department 


AUSTIN—Harold E. Selke of Hous- 
ton, a certified public accountant with 
insurance experience, has been ap- 
pointed chief examiner of the Texas 
department. He succeeds E. B. Kelley, 
who has held the post since last April. 


Mr. Kelley, who had been chief ex- 
aminer, was demoted by Mr. Harrison 
to an examiner and consultant with the 
Texas department. He resigned and on 
Feb. 1 will join the Oklahoma depart- 
ment as chief examiner. Mr. Kelley had 
been chief examiner since April, 1957, 
in Texas and was a member of the ex- 
amination staff of the department for 
about 10 years. His resignation is 
effective Jan. 23. 
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St., Tel. Parkway 1-2140. Chas. P. Woods, 
Sales Director; George C. Roeding, Associ- 
ate Manager; Roy Rosenquist, Statistician. 


DALLAS 1, TEXAS—708 Employers Insur- 
ance Bidg., Tel. Riverside 7-1127. Alfred E. 
Cadis, Southwestern Manager. 


DENVER 2, COLO.—234 Commonwealth 
Bidg., Tel. Amherst 6-2725. Fred L. White, 
Rocky Mountain Manager. 


DES MOINES 9, IOWA—327 Insurance Ex- 
change Bldg., Tel. Atlantic 2-5966. D. J. 
Stevensen, Resident Manager. 


DETROIT 26, MICH.—613 Lafayette Bidg., 
Tel. Woodward 5-2305. William J. Gessing, 
Manager for Indiana and Michigan. 


INDIANAPOLIS 20, IND.—5634 N. Rural St., 
Tel. Clifford 3-2276, William J. Gessing, 
Manager for Indiana and Michigan. 


LOS ANGELES 66, CAL.—11326 Kingsland 
St., Tel. TExas 0-8159. E. C Faris, Associate 
Pacific Coast Manager. 


MINNEAPOLIS 2, MINN.—1038 Northwest- 
ern Bank Bldg., Tel. Federal 2-5417. Howard 
J. Meyer, Northwestern Manager. 


NEW YORK 38, N. Y.—17 John Street, 
Room 1401, Tel. Beekman 3-3958. J. T. Curtin 
and Clarence W. Hammel, New York Man- 
agers. 

NEWARK 2, N. J.—10 Commerce Ct., Tel. 
Market 3-7019. John F. McCormick, Resi- 
dent Manager. 


PHILADELPHIA 9, PA.—123 S. Broad St., 
Room 1027, Tel. Pennypacker 5-3706. Robert 
I. Zoil, Middle Atlantic Manager. 


8ST. LOUIS 2, MO.—221 Pierce Bidg., Tel. 
Chestnut 1-1634. Geo. E. Wohlgemuth, Resi- 
dent Manager. 


SAN FRANCISCO 4, CAL.—582 Market 
St., Tel. Exbrook 2-3054. Richard G. Ham- 
ilton, Pacific Coast Manager. 


CHANGE OF ADDRESS 

Be certain to enclose mailing label with 
pew address. Allow four weeks for comple- 
tien of the change. Send to subscription ef- 
fice, 420 E. Fourth St., Cincinnati 2, Ohio. 
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Let ‘Em Have Both Barrels 


The advice of Frederic M. Peirce to 
recruit men with both sales and man- 
agement potential not only may point 
the way toward building a source of 
future managers but also should help 
the agent recruiting process. Mr. 
Peirce, managing director of LIAMA, 
more than once has stressed the im- 
portance of hiring new agents who 
eventually may be qualified to take 
management jobs. 

A sales career, in insurance and 
other lines, may lack appeal for many 
young men, particularly since they 
sometimes do not know much about it. 
Some bad images of salesmen have 
been created: The brassy type, the 
foot-in-the door operator and the ex- 
pense account chiseler, for example. 
These unappealing types have doubt- 
less helped to create a phobia against 
selling in the minds of young men. 

Some young people, possibly with 
the ability to become good insurance 
salesmen and managers, no doubt 
might initially prefer to go into a field 
which might offer a management job 
eventually. To some, selling lacks the 
glamor and prestige of a management 
position. 

The idea of working into a sales 
management job in life insurance 
might appeal, however. This might at- 
tract them to the business. Agents 
hired, as Mr. Peirce suggests, not only 


for their sales potential but also for 
their ability to rise to managerial level 
may be attracted to the business if 
they have this understanding. 

It is possible, of course, that a new 
agent with sales ability may find sell- 
ing preferable to a management job 
when he becomes a successful pro- 
ducer. A closer look at the problems 
and difficulties facing his own man- 
ager could make his own position as 
an agent look even better. Further, the 
financial rewards and satisfactions of 
service may cause the agent to place 
even greater value on the sales career. 
Many general agents and managers, it 
should be noted, have returned to per- 
sonal production out of preference for 
the work and rewards it offers. 

When an agent has matured some- 
what in the business and gets over 
any snobbish notions he may have 
started with about the difference in 
status between agents and managers, 
the natural play of incentives and in- 
terest should lead him to the kind of 
work he is best fitted for and happiest 
in. But the fact that management op- 
portunities as well as sales opportun- 
ities have been laid before him in the 
recruiting talk should be the means 
of salvaging many a good man who 
might otherwise shy away from a 
business that seemed to offer only a 
personal selling career.—John B. Law- 





STOCKS 


DEATHS 








By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Dec. 31, 1957 






















Bid Asked 
OG RED. Sesscrnseisxticsstiesstststasionssioe 181 185 
Beneficial Standard  .............0008 1334 1412 
Business Men’s Assurance ........ 60 63 
Cal-Western States ............cscccseee 82 
Columbian National ...... 69 
Commonwealth Life ...... 17% 
Connecticut General .... 238 
Continental Assurance 5 
Franklin Life ................. 5412 
Great Southern Life ....................0 62 67 
Gulf Life 2034 2134 
Jefferson Standard. .............ccce 6742 68% 
Be 1045 1065 
Liberty National Life .................. 273% 29 
Life & Casualty ............... 16% 17% 
SATE A PM EINIIN  tacensicsceresevicrssonncvessuce 97 99 
Lincoln National ...............ccceeees 168 172 
DEMNEDL RUM s, a sisesveersasescsasssiesensssuns 93 95 
North American, II]. ............0000 1742 1812 
PENNS CRMMNINEIEE  cocnsecedsessiskessssereveivsones 74 17 
RAID: Bt TBO occcsscsccctnscasscescosssencs 250 265 
RE END IID i ceceececiocessusscoosrssessaszee 40 45 
Republic Natl. Life ...........0..00...... 35 37 
INI TOO. ccssecsesveersncevevcesssvnseces 68 72 
Southwestern Life ................000 93 96 
Travelers 71 72 
IN © savas sdscccncetcessiptsecescsbbcsovictes 1934 2034 
U.S. Life 2534 2634 
West Coast Life ...... 40 42 
Wisconsin National ................08 60 64 


Grogan Heads Wis. Welfare Audit 


John Grogan, a Milwaukee attorney 
and account, has been named divi- 
sion chief in charge of auditing union 
welfare funds in the Wisconsin in- 
surance department. 

Under legislation passed in 1957, the 
Wisconsin department was _ author- 
ized to audit union welfare funds ad- 
ministered either by the union or by 

management, or by both. 


ROBERT M. AYRES, 57, production 
vice-president of Hooper-Holmes Bu- 
reau, died at his home in Madison, N. J. 
He joined the bureau at Chicago in 
1924, was named manager at Milwau- 
kee in 1928, and manager at Chicago in 
1930. Appointed district manager of the 
southern and southwestern division at 
Dallas in 1938, he was subsequently 
transferred to the home office in Mor- 
ristown, N. J., and entered executive 
ranks in 1947. 


MRS. IDA M. LANCASTER, 50, wife 
of B. Robert Lancaster, chief examiner 
of Kentucky insurance department, 
died at Louisville. 


Mutual Of N. Y. Offers 
Rider To Family Policy 


Mutual of New York is offering a 
10-year level term rider to its family 
policy at time of issue. The rider will 
be on the life of the husband for an 
amount equal to the basic face amount 
of the family policy. The rider is avail- 
able only on new issues and an addi- 
tional premium is charged. It provides 
level term insurance to the 10th policy 
anniversary and is renewable once at 
an increased policy premium for an- 
other 10 years or to the policy anni- 
versary nearest policyholder’s 65th 
birthday, whichever is earlier. The 
rider provides for conversion to cer- 
tain plans of permanent coverage at 
any time during its terms. 

Family income and decreasing term 


January 4, 1958 


riders are also available, but not more 
than one of the three can be added to 
the policy. Mutual’s accidental death 
benefit provision on the husband and 
wife and the usual waiver of premi- 
um provision on the husband are auto- 
matically included in the family policy. 


RECORDS 


OLD LINE LIFE—The company 
passed the $200 million mark of life 
insurance in force at close of business 
Dec. 27. More than 14% of this was 
attained during the past two years. 
The company is licensed in 10 states 
and has a field force of 220 agencies 
and 16 general agencies. 








GUARANTEE MUTUAL LIFE—The | 


company closed out 11 months of 1957 
with a 41% increase in life production 
and a 30% increase in A&S sales. The 
Earl J. Knutson agency of Portland, 


Ore., is leading agency for the year to 
date. 


FARMERS NEW WORLD LIFE 


passed the $200 million in-force mark 
as of Dec. 17. All of the business is 
ordinary life. The company was incor- 
porated in the state of Washington in 
1911 and in 1953 merged with Farmers 
Insurance group of Los Angeles. At 
that time there was $120 million in 
force. 

Since joining the group, the com- 
pany has entered 17 additional states 
and now parallels the operating terri- 
tory of the other companies in the 
group. 


NORTHWESTERN MUTUAL—On 
Dec. 17, 1957 paid-for business passed 
the $696,034,465 figure, which was the 
company’s 1956 year-end sales total 
and the previous and fifth consecutive 
all-time high year. Dec. 18 paid-for 
this year stood at $699,386,000. 


MASSACHUSETTS MUTUAL—A 
record $162,755,309 of ordinary business 
was written in the annual 1-month 
“quota buster” competition sponsored 
by General Agents Assn. This repre- 
sents 108.5% of the $150 million target 
and marks the 10th consecutive year in 
which the field force has exceeded the 
goal. Sixty-one agencies, up three, ex- 
ceeded their quotas. The Los Angeles 
agency set the volume record for the 
third straight year with submitted 
business of $10.8 million, up $500,000. 
The Jordan agency at Chicago was 
runner-up with $8 million, while 
Newark and St. Louis each wrote $5 
million. The total number of appli- 
cations was 10,976, up 435. Agents who 
wrote more than $1 million during the 
campaign are Jim Levi, Chicago; Don- 
ald M. Comfort, Los Angeles; Stanley 
B. Hornstein, Baltimore; Harry J. 
Greensfelder, St. Louis, and T. Brian 
Carter, New York. Leading agencies 
each of four divisions were Washing- 
ton, D. C., group 1; Houston, group 2; 
Dallas, group 3, and Lubbock, Tex., 
group 4. 


Cashier Of Time Retires 


Mrs. Amanda M. Brady, cashier and 
assistant treasurer of Time of Mil- 
waukee, retired Jan. 1 after 51 
years. Officials of the company hon- 
ored her at a luncheon and presented 
her with a retirement gift. Mrs. Brady 
joined the company in 1906 and her 
first job was to write out policies in 
longhand. 


The Pittsburgh Insurance _ Tele- 
phone Directory has just been pub- 
lished by the National Underwriter 
Co. Copies may be obtained for $1 
each from the National Underwriter 
a 420 East Fourth street, Cincinnati 
2, O. 

Western National Life of Texas has 
been licensed in California. 
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| FIELD CHANGES 





or Mutual 

| William S. Braunig has been ap- 
inted co-general agent of the Massa- 
husetts Mutual agency in Boston 
eaded by his father in Boston for al- 


ost 20 years. He joined the agency 
1947 and has been assistant general 






F. 







lub. A brother, Jack H. Braunig, has 
en a general agent of Massachusetts 
utual in Philadelphia since 1954. It 
is the first time in the company’s his- 
tory that a father and two sons have 
simultaneously held contracts as gen- 
eral agents. 

Robert L. Woods has become gen- 
eral agent at Los Angeles for Massa- 
chusetts Mutual, following the death 
of his partner, John W. Yates. Messrs. 
Yates and Woods headed the com- 
pany’s largest agency as co-general 
jagents for the last nine years. 

Except for army service Mr. Woods 
has been with Massachusetts Mutual 
for 24 years at Los Angeles and San 
Francisco. He is a past president of the 
Los Angeles CLU chapter and now is 
Qnd vice-president of American So- 
ciety of CLU. He is also president of 
Los Angeles General Agents & Man- 
agers Assn. and secretary-treasurer of 
Massachusetts Mutual General Agents 
Assn. 

Gerry D. Scott Jr. has been ap- 
pointed general agent of Massa- 
chusetts Mutual in 
Minneapolis. For- 
mer assistant gen- 
eral agent of the 
Jordan agency in 
Chicago, he _ suc- 
ceeds Miles W. 
McNally, who has 
resigned to devote 
full time to per- 
sonal production. 

Robert E. Han- oe 
non has been ap- G. D. Scott Jr. 
pointed assistant general agent at the 
Jordan agency to succeed Mr. Scott. 
Mr. Hannon, a graduate of Northwest- 
ern University law school, left his legal 
practice in 1953 to enter life insurance 
and was with the Jordan agency from 
1954 to 1955, when he became assistant 
general agent in Kansas City for an- 
other life company. 


Pacific Mutual Life 


Frederick A. Beyer has been pro- 
i to manager of the Chicago 
group office. He leaves a like post at 
'the Cincinnati group office. Replacing 
| him there will be Gerald P. Harrison, 
|formerly home office representative at 
the Detroit group office. Mr. Beyer 
has been with the company since 1954, 
| as a home office representative in Chi- 
| cago as well as assistant manager and 
|manager in Cincinnati. Mr. Harrison 
| went with Pacific Mutual in 1955 and 
| was previously home office represent- 
ative in Kansas City and Detroit. 








souihland Life 


Charles Jungmichel, assistant man- 
ager at Fort Worth, has been named 
manager at Albuquerque. Bryon B. 
White, unit manager at Lubbock, has 
been promoted to manager there, and 
Stanley Russ, field assistant operating 
out of the Dallas home office, has been 
appointed assistant agency manager of 
the Fort Worth agency. 


Shenandoah Life 


Sydney. Wood 
has been appointed 
manager of Shen- 
andoah Life in 
Chattanooga. he 
formerly was with 
Massachusetts Mu- 
tual in Chatta- 
nooga. 





Sidney Wood 


Occidental Of California 


Douglas W. Moore has been pro- 
moted to brokerage manager in the 
company’s Atlanta branch office. He 
joined Occidental in 1955 as an agent 
and has been assistant manager at 
Atlanta the past two years. 

Louis C. Culmann has been named 
general agent at Fort Wayne, Ind. He 
has been with Occidental since 1954, 
having previously been with Lincoln 
National Life and a number of agen- 
cies in Fort Wayne. 


Ohio National Life 


Roy A. Buchoz of Rialto, Cal., has 
been named general agent to serve the 
San Bernardino 
area. For the past 
five years he has 
been with Aetna 
Life. 
three top 

appoint- 
in Penn- 
sylvania, Edwin 
W. Loomis has 
been named gen- 
eral agent at Lan- 
caster, George A. 
Smith at Harris- 
burg, and Ira M. 
Turner at Butler. 
All previously had 
been with the George Wade agency of 


agency 
ments 





Roy A. Buchoz 





George A. Smith 


Edwin W. Loomis 


Harrisburg. Mr. Wade, an agent of 
Ohio National for 37 years, is retiring. 


Western Life 


Robert C. Baker has been named 
brokerage supervisor of the newly- 
created regional sales office at the 
home office in St. Paul. He joined St. 
Paul F.&M., affiliated company of 
Western Life, in 1937, and for the 
past 10 years has been sales super- 
visor of the St. Paul A&S department. 

Robert L. Utne, for several years 
general agent at St. Paul for Penn 
Mutual, has been appointed regional 
sales vice-president of Western Life 


with offices at St. Paul. It is intended 
to extend Western Life’s agency or- 
ganization through several states 
using St. Paul F.&M. agency outlets. 
St. Paul F.&M. recently acquired 99% 
of Western stock through an exchange. 


Bankers Security Life 


Edward M. Stein and Arthur A. 
Schwartz have been named general 
agent and associate general agent, re- 
spectively, of Bankers Security Life 
at Long Island City, N. Y. The agency, 
known as Leaf Associates, is at 2909 
Bridge Plaza north. Both men formerly 
were with Aetna Life. 


aUlcelmmelazxe! 


Mr. A. T. Wood 


103 Blanton Building 
Jasper, Alabama 


Dear A. T.: 


share of the credit is yours. 


Your sincere good friend, 


William J. Rushton.“ 
President yf 





General Agency Openings 
Throughout the Southeast 
Write to C. B. Barksdale, 
Agency Vice-President 


William J. Rushton 
President 





Your Protective Life associates are indeed proud of the fine 
record of production which you have compiled during your 
first year as a Protective Life General Agent. Even though 
you were not an experienced life insurance salesman before 
coming with Protective Life, you have compiled a record 
of consistent production from the very beginning. 


During your first two months with Protective Life you 
earned $1,500, and during your second two months your 
rate of earnings increased. By the end of your first six 
months, you had earned $6,500 in first year commissions plus 
overriding, and during your first year with Protective Life 
your earnings have averaged more than $1,000 per month. 


This fine record is the source of even greater pride when we 
take into consideration the fact that much of your business 
has been sold in a small town and rural area. 


While we at Protective Life believe that our methods, our 
policy contracts, and our sales material have been instru- 
mental in your success, we fully realize that the greater 


A. T., there are any number of good companies with whom 
you could achieve life insurance success. You hold the key 
within yourself. Protective Life is grateful that you are 
giving it the chance to provide the opportunity. 
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General American Life 

Field assignments for the 1957 class 
of chartered career trainees who have 
completed the home office training 
portion of their three-year group divi- 
sion program include: 

Harvey M. Altman, who has been 
assigned to the St. Louis district group 
office to work with Jack T. Hermen, 
assistant district group manager; Wil- 
liam A. Dunaway, who joins Walter R. 
Miller in Memphis; Paul E. Graesser, 
who joins Maxwell J. Loose at Chi- 
cago; Emil F. Kammer, who goes to 
Cleveland working with James F. 
Temple; Raymond Kann, to Los An- 
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geles to work with Richard C. Mat- 
tingley, and Aaron E. Vogler to work 
with Wallace L. Wingfield at Dallas. 
(With the exception of Mr. Hermen, 
all men not in bold face type are dis- 
trict managers.) The training program 
is designed to prepare college gradu- 
ates for management careers with the 
company. 


John Hancock 


Robert E. Gladden has been ap- 
pointed general agent of John Han- 
cock at Grand 
Rapids. He heads a 
new agency which 
is an outgrowth of 
the Lynch agency 
in Detroit and will 
serve 25 counties 
in northwest 
Michigan. Mr. 
Giadden began his 
career with the 
Lyneh agency in 
1950 and was 
named unit man- 
ager at Jackson in 
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State Mutual 


State Mutual has opened an agency 
in San Diego and 


appointed Edward 
N. Gruber = man- 
ager. He entered 


the field with Con- 
necticut General in 
1948 and has been 
brokerage manager 
of Occidental Life 
of California at 
San Diego for five 
years. He is presi- 
dent of San Diego 
Assn. of A & H 


Underwriters. E. N. Gruber 


Prudential 


John J. Karolus has been promoted 
to district manager of Prudential at 
New York to succeed Allen J. Mar- 
golis, who has assumed similar duties 
in another district office at New York. 
Mr. Karolus has been a training con- 
sultant since 1956. 





1954. Last Febru- 
ary he became as- 
sociate general agent under Lloyd J. 
Lynch and opened a new office in 
Grand Rapids. 


Appointed division managers are 
Donald G. Hackett and Thomas L. 
Mangione to the Gliemi agency of Chi- 
cago, Jack Lipsey to the Loventhal 
agency of Chicago, Nyole N. Fuller 


Robert E. Gladden 











SERVICE 
speaks for itself 





. . . but occasionally someone feels that exceptional 
service merits a few well-deserved words of praise. 


Take the case of Alvin E. Baer, a Philadelphia 

Life General Agent in Livingston, New Jersey. 

He is accustomed to good service, but he felt that one 
particular case merited more than usual attention. 


In his own words... 


| “May I take the liberty to extend my congratulations 
to the Underwriting Department for what I believe to 
be a new record for issuing a policy. 
1 submitted a Juvenile application by mail at 
5:00 p.m. from Livingston, New Jersey, on January 
3rd, and picked up the issued policy at 8:00 a.m. on 
January Sth. In other words, 39 hours after 1 had 
mailed the application to the Home Office, 1 received 
the policy. 
Congratulations to the Underwriting Department, 
and also to those responsible for the elimination of ; 
inspections on Juvenile apps. They sure are giving us 
\ service deluxe... .” 
} Naturally, we are proud of such praise, 
but, more important, it shows 
that we have achieved our goal 
{ of giving our Field Organization 
service that more than 
| Doorway . 
to speaks for itself. 
Protection 





Address inquiries to the Agency Department 


Philadelphia de ife 


INSURANCE COMPANY 


| 111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 
James H. Burdick, Agency Vice-President 




















| Joseph E. Boettner, C.L.U., President 


OVER A QUARTER OF A BILLION OF INSURANCE IN FORCE 














and John J. McKenna to the Murphy 
agency of Chicago, and Don E. Ross 
Jr. to the Aurora, IIll., agency. All six 
previously had been special agents. 

Owen M. West has been promoted 
staff manager at Fort Wayne, Ind., 
district office. He will have immedi- 
ate supervision of sales and service 
activities of a new unit of agents. 
There are presently six staff manag- 
ers and 42 agents in the Fort Wayne 
district. 


Mutual of New York 


Paui E. Jungmann becomes man- 
ager at Kansas City and Edward B. 
Pinger manager at Oakland, both ef- 
fective Feb. 1. 

Mr. Jungmann succeeds Charles R. 
Murrah who goes to the home office 





Eiward B. Pinger Paul E. Jungmann 


as director of recruiting. Mr. Pinger 
succeeds Louis A. Buenz, who will be 
director of management training at the 
home office. 

Mr. Jungmann joined Mutual in 
1952 at Des Moines. He has been at 
the home office undergoing managerial 
training. 

Mr. Pinger entered insurance via 
the brokerage route and later became 
agency supervisor for Washington Na- 
tional. He joined Mutual at the 
home office last March. He is a CLU 
and holds a law degree. 


HOME LIFE of Philadelphia—Thom- 
as L. Serano has been named divisional 
supervisor and Daniel DiVirgilio suc- 
ceeds him as district manager at Ha- 
vertown, Pa. 
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Pilot Life 


J. E. Turner, former agency assist- 
ant in the combination division of 
Pilot Life, has been named district 
manager at Durham. Hugh Howard, 
former superintendent at Martins- 
ville, Va., has been transferred to the 
home office as agency assistant to 
succeed Mr. Turner. 


Life Of Virginia 

Donald H. Fraser, assistant manager 
of the field training division of Life of 
Virginia, has been named _ district 
manager at Cincinnati to succeed 
Howard R. Rice, who retired. 

Everett C. Tupps, a field training 
supervisor since 1956, has been named 
district manager at Evansville. 


Mutual Benefit Life 


The company 
has opened a sec- 
ond agency in 
Philadelphia and 
appointed Otto Al- 
den general agent. 
The Alden agency 
is in the Philadel- 
phia Saving Fund 
building. Mr. Al- 
den entered the 
business in 1946 
and joined Mutual 
Benefit’s Huber 
agency New 





at 


York as _ assistant O.to Alden 
general agent un- 
der the management training program 


in 1956. 


Mutual Benefit 
Life has entered 
Hawaii and ap- 
pointed the Bishop 
agency as general 
agent. Jerry Hay 
is executive vice- 
president, treas- 
urer and manager 
of agency and E. 
G. Brenno is man- 
ager of the life de- 
partment. The 
agency is at 1347 
Kapiolani _boule- 
vard in Honolulu. 





E.G. Prenro 
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too, 
CAN 


PYRAMID 


PRODUCTION 








with 
our 


Exclusive Policies 
Life — Group —A & 5S 
Top Commission Contract 
Recruiting Bonus 


Financial Assistance 


Unexcelled Home Office 
Cooperation 





WIRE or WRITE 
BYRON C. JOHNSON, Agency Vice-President 


AGENCY 
openings 
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the Company 
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point of earnings, averaged $25,105. 
The top 50 multiple-line agents aver- 
aged $29,585. “We believe that our 
State Farm career agent’s plan of op- 
eration has been a proven success.” 
ROBERT B. HAMOR, VICE-PRESIDENT 
AND DIRECTOR OF AGENCIES OF CON- 
TINENTAL ASSURANCE: The initial con- 
sideration was to afford life insurance 
facilities for agents of Continental 
Casualty, on an optional basis. The 
next step was the establishment of a 
pranch office system staffed with 
trained life insurance men. This is still 
a profitable source of business, al- 
though there now are only 10 such 
offices. Later it was felt that a life 
department manager in multiple-line 
agencies would be a good idea but in 
recent years this has not worked out 
as well as anticipated. 

But the decision was _ ultimately 
reached that since the company was 
this 


run by development of a full-time 
life insurance manpower reservoir. 
Continental’s fourth full-time agency 
was established this fall on Long Is- 
land, N. Y. The company hopes to 
add about four a year. There are 
also plans for an accelerated brokerage 
agency program. 
e 

S. RAINS WALLACE, LIAMA DIRECTOR 
OF RESEARCH: What are some of the 
significant trends in our markets? 
First, we are all becoming aware of 
the dramatic drop which has occurred 
in the average premium per $1,000 of 
ordinary insurance volume. For busi- 
ness sold to adult males by ordinary 
agents, the premium per $1,000 de- 
clined from $29.90 in 1949 to $23.60 in 
1956. Premium rates for adult male 
business sold by combination agents 
declined from $22.10 in 1949 to $16.90 
in 1956. 

It is of particular interest to note 
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that while most of us know that this 
trend has occurred, there seems to be 
considerable confusion about what 
produced it. Many people have 
assumed that it is the result of a large 
increase in the proportion of total vol- 
ume sold in some form of term. But 
this theory just “ain’t necessarily so.” 
In 1949, of the total, volume bought 
by adult males from ordinary agents, 


' 34.8% represented some form of term 


insurance. In 1956, excluding the few 
family policies sold in the last three 
months, the comparable figure is 
31.9% less—2.9% less. In the ordinary 
agent group, we find a definite in- 
crease in the proportion of volume 
represented by decreasing term pol- 
icies, a considerable drop in level term 
policies, and some decline in attached 
forms. Put in another way, for or- 
dinary agent sales, the trend since 
1949 has been an increase in the use 
of whole life continuous pay (20.9% 
in 1949—37.5% in 1956), a drop in 
endowment and retirement income, 
and some decline in limited pay life. 
= 

For business sold by combination 
agents, the percentage of term by vol- 
ume was 42.4% in 1949 and has risen 
to only 48.2% in 1956. Combination 
agent business shows the same ex- 
pansion in decreasing term policies 
and the drop in all other forms except 
for term riders on permanent insur- 
ance, which had a substantial increase. 
Thus, while it can be said that the 
sales of combination agents indicate a 
greater use of the mortgage and fam- 
ily rider forms, the drop in the use of 
level term substantially cuts the in- 
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crease. The oustanding shifts for the 
combination agent have been a sizable 
growth in the proportion of modified 
life and a decline in endowment. 

It would appear that there are two 
factors producing the drop in premium 
per $1,000. The first is the shift from 
more expensive types, such as endow- 
ment, to less expensive but perman- 
ent types, i.e., continuous whole life 
or modified. The other factor is the 
downward drift of premium rates 
within types—specials, gradations, or 
the use of less expensive limited pay 
forms, e.g., life paid-up at 65 rather 
than 15- or 20-pay life. 

Thus, for ordinary agents, the aver- 
age premium rate for continuous pay 
whole life dropped from $35 to $30.40, 
but the rate for limited payment pol- 
icies went from $51.20 in 1949 to $39 
in 1956. Changes in the premium rates 
for combination agents were not as 
marked for these forms but were in 
the same direction. The dramatic shift 
here was a decline for decreasing term 
premium rates from $16.50 per thou- 
sand in 1949 to $9.50 per $1,000 in 
1956. 


In any case, our analyses indicate 
that for ordinary agent sales, about 
two-thirds of the drop in premium 
rate is attributable to the rate change 
within the policy types themselves 
and only one-third to a change in the 
types of policies purchased. For the 
combination agents, the influences of 
the two kinds of factors appear to be 
about 50-50. Incidentally, age distri- 
bution of buyers has not changed suf- 
ficiently to account for any of the pre- 
mium rate shift. 

But as the great Yale professor, 
Clark Hull, once said to me in the 
good old days when I was an eager 
young graduate student, “Never mind 
the facts, boy, let’s get down to the 
theories.” What do these figures mean 
about our markets and our agents? 


Companies Give Reasons For Developing Merchandising Plans 


My crystal ball is as murky as any- 
one’s. However, I think it should be 
clear that one of two things is hap- 
pening. Either our agents have de- 
cided that they come out better in the 
long run by selling permanent pro- 
tection in the cheapest form or our 
consumers have decided that they 
want permanent protection but they 
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want to get the highest possible 
amount for a predetermined sum and 
are shifting to the forms that make 
this possible. 

In the combination agents’ market 
this would seem to hold true, but it 
appears further complicated by the 
interest of the agents or buyers in 
mortgage protection and the use of 
riders to beef up the permanent pro- 
tection. Both of these latter trends 
would, I believe, be consistent with 
the hypothesis that the combination 
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agents’ market is going through an 
upgrading with respect to public need 
and understanding and acceptance. 

This might also indicate that the 
prophets of doom who saw term in- 
surance as a great threat to both the 
financial and philosophical structure 
of our business were unduly pessi- 
mistic. Our agents and their publics— 
both. ordinary and combination—seem 
to be using term in a pretty sound 
way. The basic concept of life insur- 
ance as permanent protection coupled 
with enforced savings remains accept- 
ed an’ unchallenged. 

However, the decline in premium 
rates is with us and there is little 
reason to believe that it will be re- 
If we are to keep our invest- 


vised. 
ment people happy and our agents 
healthy, it seems obvious that the de- 


cline in premium rates must be ac- 
companied by an increase in new vol- 
ume and a higher persistency of 
business in order that our premium in- 
come holds up. In other words, we 
have the eternal problem—we must 
make it easier for our agents to sell; 
we must make it more difficult for 
our policyowners to lapse. 

Ralph Engelsman, in a recent talk, 
went one step beyond this. He pointed 
out that future expansion of our mar- 
ket inevitably implies a greater pene- 
tration of the middle-income group— 
those families with incomes in the 
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$5,000-$10,000 range. If we are going 
to sell substantially more, it must be 
to John and Jane Doe; Percival and 
Ermintrude Gotrox just don’t happen 
often enough to do it. 

Ralph went on to say that one of 
our most important problems was to 
learn how to sell in this middle mar- 
ket. I agree thoroughly and would 
like to supplement that thought with 
what seems to me to be a key problem. 

We all know that our country has 
been going through a near-revolution 
in the distribution of wealth through- 
out our population. For example, in 
1949, craftsmen, foremen and opera- 
tives represented 24% of persons 
whose incomes fell between $5,000 and 
$10,000. By 1955, only six years later, 
this figure had risen to 44%, even 
though the total number in this in- 
come group has also greatly expanded. 
This should be good news to an au- 
dience of this kind. It should mean a 
tremendous gain in potential for life 
insurance sales. 

A recent survey by Life magazine 
shows that it has meant such a gain 
for higher priced models of automo- 
biles and certain other demand prod- 
ucts. But our studies at LIAMA indi- 
cate strongly that those occupations 
which are moving up to the income 
market that seems a natural for us are 
not making any considerable change 
in their ordinary life insurance buying 
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habits. In other words, when the 
craftsmen’s income goes up, he switch- 
es to the kind or amount of insurance 
coverage characteristic of that income 
bracket. In insurance buying, he looks 
like other craftsmen at lower incomes. 

It is my belief that many of the 
life insurance marketing decisions re- 
cently made and to be made in the 
future will be directed toward a solu- 
tion of this problem. Already, the signs 
are clear. The decline in premium 
rates, coupled with an increase in 
monthly premium, and the cost-re- 
duction features of preauthorized 
check plans all seem to be directed 
toward this market. But it seems ap- 
parent that we must go further. 
Woody Woodson [president of Amer- 
ican General Life], in a typically pro- 
vocative address, suggests that we all 
—ordinary and combination companies 
alike—take a new look at the monthly 
debit idea as one combining many 
features which seem to be well-tai- 
lored to this broad but unaware mar- 
ket. Maybe the way to change habits 
is to build on those which are already 
formed—to develop new concepts of 
need and fulfillment through channels 
that are familiar and comfortable. It 
would be interesting if the debit ap- 
proach (to which a number of speak- 
ers have bid a fond farewell) should 
become a great new influence through 
monthly debit ordinary. 

e 

There are many other ideas which 
could be mentioned here. The family 
plan policy is one of which we are all 
very aware, baby group is another; a 
baby, it is true, but one that seems 
destined to grow in the market under 
discussion. These approaches appear 
somewhat in opposition to the trend 
we have noted toward permanent pro- 
tection for the breadwinner at mini- 
mum cost. However, they do represent 
alternative ways of approaching this 
newly constructed market. 

Yes, there are significant changes 
in the market and in marketing. What 
they will ultimately mean for our 
business is anyone’s guess. But we 
can be sure that this will depend on 
the vision and ingenuity of our agency 
decision-makers and the accuracy and 
breadth of the information available to 
them. Guess who wants to provide 
that information. 


HEITZEBERG 


CHARLES G. HEITZEBERG, AGENCY VICE- 
PRESIDENT OF MUTUAL BENEFIT LIFE: 
Mutual Benefit Life believes strongly 
in the fulltime career man concept. Its 
definition of a full-time agent is a 
man whose sole occupation is insur- 
ance, whose principal occupation is 
life insurance, and whose first-line 
company is Mutual Benefit. A com- 
pany gets 85% of its business from 
its full-time organization. Brokerage 
business is tapering off. 

What Mutual Benefit is selling is 
really family and business financial 
counseling and it is “somewhat secon- 
dary” that most answers to family 
and business problems can be solved 
through the skillful employment of a 
life insurance product. The way to do 
a sound job of financial counseling is 
through career agents. 


JOHNSON 


RAYMOND C. JOHNSON, VICE-PRESIDENT 
IN CHARGE OF AGENCY AFFAIRS NEW 
York LIFE: In 1951 New York Life 
made a decision to enter the group in- 
surance business, knowing that this 
decision would start a chain reaction. 
The company knew that if it sold A&S 
and hospitalization coverages on a 
group basis, it must sell these same 
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coverages on an individual basis. | 
also recognized that it could not suc. 
ceed in the group business withoy 
accepting group business from broker 
and that it would then have to accep 
ordinary business from brokers. It wa 
soon apparent that one of the greate 
opportunities in the group field wa 
in the smaller groups. It was a sho 
step to modernizing and promoting ; 
new salary allotment program. 

The decision ultimately meant sell. 
ing all forms of personal insurang 
coverage to individuals or groups eit 
er through career full-time agents ¢ 
brokers. 

Now in order to discuss our reason 
for this diversification of our sales ag 
tivities, I will have to take you bad 
to 1950 when the agency decision 
(the subject of our discussion today 
were made. And, as all of us _ he 
know so well, decisions of sud 
magnitude are not made capriciously 
or quickly, but are reached slowly anj 
deliberately, after long and carefij 
study. 

























































The first thing we did back ij 
1950 when we decided to review ongq 
more the question of entering th 
group field was to evaluate the posi 
tion of New York Life at that tim 
and to redefine the company’s over-a 
objectives. Stated as simply as possi 
ble, these objectives were defined : 
follows: 

1. To offer the public the best pos 
sible insurance protection at the low 
est possible cost. 

2. To contribute a fair share to th 
social and economic wellbeing of th 
nation. 

3. To foster the traditional systen 
of free economy and private enter 
prise in reconciliation with inevitah 
social, economic and government 
changes. 

Against these basic objectives, w 
decided to study the advantages an 
disadvantages of going into the mul 
tiple lines. Because group insuran 
represented the biggest undertaking, | 
was agreed that entrance into th 
group field should be determined, jij 
large measure, by its influence on th 
company’s situation 20 years hence 
The question we asked ourselves the 
was: “If we do not enter the grou 
field, will our ordinary business even 
tually suffer?” 

Our very intensive study convince 
us that a definite and growing marke 
for group insurance existed and thati 
would be necessary to offer all form 
of group, including A&S coverages 
and not just the life insurance alon¢ 
In fact, statistics showed that grou 
insurance was growing at a faste 
rate than either ordinary or industria 

We were further convinced that i 
would be to the advantage of ou 
existing and future policyholders fo 
the company to enter these new fields 
since the policyholders could be ex 
pected to benefit. eventually throug! 
the additional economies of largé 
scale company-wide operations. 

We felt further that there was 
social interest involved to the exten 
that the company’s activities could atj - 
tribute to the protection of a large 
percentage of the working populatio! 
through its group insurance plans 
hence, to the solution of social prob 
lems by private industry. And I 2 
sure we were influenced to some ex 
tent by a desire to forestall govern 
ment encroachment on the insuranc 
field. 

Also, we had to think carefu 
about the separate, and not alway 
identical, interests of our agents ani 
employes. We concluded that the ad 
dition of group insurance to the sale 
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kits of our agents would give them 
additional commissions and additional 
opportunities to sell ordinary to group 
certificate holders. We had to face the 
fact, too, that many of our agents al- 
ready were selling group insurance in 
competing companies, and we felt it 
would be advantageous to them to of- 
fer “one-company service” to their 
clients. They would thus be in a po- 
sition to capitalize as fully as possible 
on their personal contacts for addi- 
tional life and A&S insurance needs. 

Lastly, we had to consider carefully 
the effect of a move of this kind on 
the relative position of the New York 
Life in the industry. While entry into 
group would probably increase our 
insurance in force, and many of our 
agents would undoubtedly gain addi- 
tional prestige through selling group, 
we had to consider the question of 
the possible encroachment of group on 
ordinary, and the effect of losing the 
prestige which we enjoyed as being 
the largest purely ordinary company. 

In the end, however, I think the 
most compelling reason of all was to 
assure the maintenance of a healthy 
rate of growth and halt the decline in 
our company’s share of the ordinary 
business as a whole. Studies showed 
that there were great changes in the 
relative positions of the leading life 
insurance companies from 1900 to 
1950. There was evidence that total 
ordinary insurance in force was grow- 
ing faster in the group and A&S com- 
panies than in the companies writing 
only ordinary insurance. We could not 
always tell which was cause and 
which was effect, but a healthy, vig- 
orous growth appeared as soon as 
there was sales diversification. 

Well, you have heard the decision 
and the reasons for arriving at the 
decision. We actually launched our 
group and A&S operations on July 1, 
1951—almost 6% years ago. After the 
basic group decision was _ reached, 
everything else fell into place. Be- 
cause we believed it necessary to offer 
a full line of group A&S coverages, it 
logically followed that we should offer 
benefits to individuals through an in- 
dividual A&S program. Because ac- 
ceptance of brokerage was essential 
to securing some of the large premium 
and highly comnetitive groun business, 
the door opened for our ordinary bro- 
kerage operation. Our small group, 
known as the employe protection pro- 
gram, covering businesses employing 
from five to 25 lives only, came next. 
Later came a streamlining and pro- 
motion of our salary allotment pro- 
gram. 


Now I don’t want you to think that 
the “doing” was as easy as the 
“deciding.” First of all, we had to 
accomplish our sales diversification 
without adversely affecting our or- 
dinary production. We had to set up 
new group and A&S departments; we 
had to hire key personnel with spec- 
ialized knowledge in these fields, and 
we had to promote and train other 
employes for new duties and respon- 
sibilities. We also had the problem of 
integrating these new departments 
and these new people into the New 
York Life family. Believe me, it wasn’t 
all “beer and skittles.” 

Well, how has it worked? How has 
the company progressed in these new 
lines? 

I think I can say that the progress 
has been most gratifying. In the first 
10 months of 1957 we have sold nearly 
700 group cases and have $2.3 billion 
of group life insurance in force. Our 
annual premium income from group is 
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a year. From these figures you can see 
that New York Life, in the short peri- 
od of six years, has become one of 
the top group writing companies in 
the country. 

Some of our greatest success has 
come in the small group field where, 
in the first 10 months of this year 
alone, we have sold over 2,500 cases. 
These sales and solicitations, in turn, 
have been a great stimulant to the 
sale of our salary allotment plans. 

Our individual A&S sales have been 
most encouraging: 24,211 new paid 
cases in the first 10 months of this 
year, with an annualized premium of 
$2,938,004, which gives us first-year 
and renewal premium paid income of 
$5,433,000 and places us among the 
leading A&S companies of the coun- 
try. 

Of course, the $64,000 question is 
what effect has all of this sales diver- 
sification had on our ordinary sales 
since we entered the multiple-line 
field? 

Here are the figures: In 1951 our 
ordinary sales amounted to $876 mil- 
lion; in 1956 our ordinary sales 
amounted to over $2 billion, and in 
1957 our ordinary sales will amount to 
well over $2.5 billion. I think the fig- 
ures speak for themselves—our ordi- 
nary sales have tripled in six years. 

To attribute our unusually large in- 
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creases in ordinary sales during the 
last six years solely to our entry into 
these other lines would be most un- 
realistic. Certainly, there have been 
many other innovations and changes 
in the operation of our company dur- 
ing this period which have contributed 
greatly to these ordinary increases. For 
instance, our product development 
program has given us many new and 
more competitive policies to sell; our 
management and market development 
program has given us more and better 
trained agency men, more field offices 
and more and better trained agents to 
sell our product; our advertising and 
sales promotion program has given us 
an expanded program of hard-selling 
magazine and direct-mail advertising. 
. 

But there is beginning to accumu- 
late a mass of convincing evidence 
that those agents and agencies who sell 
all of our lines sell more of each indi- 
vidual line. For example, in a recent 
30-day national campaign to promote 
A&S sales, we made nearly three 
months’ sales in one month. It was 
interesting to note that those agents 
who led in A&S sales were the same 
agents who led in ordinary sales, in 
small group sales and other lines dur- 
ing the same period. 

Armed with this interesting infor- 
mation, we asked our agency research 
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selected will recruit and develop new agencies. 


Submit complete résumé, photograph and any other facts 


you consider important in presenting your qualifications. 


Attractive salary based on experience and potential. Ex- 
penses for traveling. Write Box Y-42, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








Jackson Blvd., Chicago 4, Ill. 


HOME OFFICE EXECUTIVE 


Unexcelled opportunity in growth situation for insurance executive with 
broad experience in the ordinary life field to head company's principal 
operations office in Rocky Mountain area. California incorporated, well 
established company, licensed in || western states, Hawaii and Alaska. 
To qualify applicant should be an experienced executive in all phases of 
home office operations. Salary open. Age 40 to 45. Position has eventual 
potential of company's first executive position. Send detailed résumé 
in confidence to Box Y-17, c/o The National Underwriter Co., 175 W. 











ADMINISTRATIVE ASSISTANT AVAILABLE 


21 years of broad administrative experience as 
“right arm" of Comptroller in large life insur- 
ance company. Familiar with premium billing, 
dividends, commissions, loans, collections, ac- 
counting, disbursements, payroll, banking, con- 
trols, budgets, audits, branch office administra- 
tion, systems, etc. College graduate. BA Degree. 
Age 43. $9,000. Write Box Y-44 for résumé. c/o 
The National Underwriter Co., 175 W. Jackson 
Bilvd., Chicago 4, Ill. 











GROUP UNDERWRITING 
OPPORTUNITIES 


Large, well-established insurance company 
in New York metropolitan area has challeng- 
ing career opportunities for group under- 
writing personnel. Experience, education 
and ability will determine salary. Our men 
know of this ad. All replies held in strict 
confidence. Send résumé to Box Y-43, c/o 
The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 





division to give us the statistics for 
the whole company. They are: 

1. Agents who sold ordinary only 
had average ordinary sales of $302,- 
000 in 1956. 

2. Agents who sold ordinary and 
A&§S did better, with average ordin- 
ary sales of $373,000 in the year. 

3. Agents who sold ordinary, A&S 
and group did even better, with aver- 
age ordinary sales of $445,000 last year 
—48% more than those who sold or- 
dinary alone. 

Similar studies show that agencies 
with large A&S and group sales also 
lead on ordinary sales. This follows 
logically, because an agency, of course, 
is simply a group of agents. 

Why does the full-time ordinary 
agent who sells A&S and group make 
more ordinary sales? Up until now we 
have been giving you facts based on 
our actual experience. Now we are 
getting into the realm of speculation 
and personal opinion. 

However, for what it may be worth, 
it is my opinion that more lines of per- 
sonal coverage promote more activity 
on the part of the individual agent. 
And, of course, more activity pro- 
motes more sales in all lines. 

More lines give an agent more rea- 
sons to call on a prospect and often 
give him a new and interesting ap- 
proach for another call. Many agents 
tell us that they have no trouble sell- 
ing in the interview but have their 
greatest difficulty in securing inter- 
views under favorable circumstances. 
They tell us that these new lines help 
them to get interviews and also help 
to solve the daytime prospecting 
problem. This is especially true for 
newer agents. 

* 

Selling insurance is solving prob- 
lems, and once our agent is in the 
interview he can offer more solutions 
to more problems. Often it becomes 
apparent that the prospect has a dif- 
ferent problem from the one the agent 
had in mind when he made the call. 

To illustrate—the agent might call 
on a business-owner to talk about 
group insurance and come away with 
an application for key-man business 
life insurance. The agent might sell a 
group plan to a corporation and then 
write individual life insurance policies 
on the lives of many of the executives 
and key men. The agent might sell a 
doctor an A&S policy and then sell 
more life insurance to the doctor, his 
wife and his children. There is no 
end to the stories from our files show- 
ing how one sale leads to another. 

There is strong evidence that all 
forms of personal coverages are close- 
ly related. Multiple coverages pro- 
mote activity by giving our agents 
more reasons to call. They produce 
more sales of all kinds by giving our 
agents more reasons to close. 

We think that our story should for- 
ever put to rest the fears of some agen- 
cy men that emphasis on group and 
A&S will hurt ordinary sales. 


Elect Ballantyne At Spokane 


New officers of Spokane General 
Agents & Managers Assn. are: Eugene 
Ballantyne, Bankers of Nebraska, 
president; Walter J. Shields, Equitable 
of Iowa, vice-president; and James M. 
Smith, John Hancock, secretary-treas- 
urer. 


Madison Life To Sell Stock 


Madison Life of Madison, N. C., has 
been authorized to sell $1 million 
worth of stock, of which $400,000 must 
be sold before it begins operations. 
Half the $400,000 will go into the 
capital account and the balance into 
surplus. 


January 4, 1958 


Hold ‘Topping-Out’ 
At Southland Life 


Final key steel beams went into 
place Dec. 31 in the highest points on 
the 42-story Southland Center build- 
ing in downtown Dallas as workmen 
“topped out” the tallest building we 
of the Mississippi river. Exactly tw 
years ago on New Year’s Eve, 1955) 
groundbreaking ceremonies were held 
Capping a huge pile of steel beams 
and columns totaling more than 16, 
000 tons of steel, workers bolted th 
final beams in place some 550 fee 
above street level. 

To symbolize the fact that this i 
Southland Life’s 50th year, gilded 
high-tensile steel bolts were delivere( 
by helicopter for use in securing the 
final steel beam. Helicopters similar} 
delivered a_ gilded groundbreakin 
shovel Dec. 31, 1955, and the first k 
of high-tensile steel bolts when ste¢ 
was erected in the excavation Jan. 24 
1957. 

Southland Center, due for comple: 
tion in early 1959, is to become na 
tional headquarters for Southlani 
Life. Exteriors of the buildings wi 
feature brilliant blue and green Ital 
ian glass mosaic tile with vertic 
strips of charcoal anodized aluminu 
The center is a new concept in offic 
building planning. It is a single struc 
ture, consisting of three towers, th 
28-story Sheraton-Dallas luxury hot¢ 
tower and the 42-story Southland Lif 
office tower, both now under con 
struction in the future. 

Southland Life Tower, as the mai 
unit of the center will be known, wi 
be occupied from the fourth throu 
the 18th floors by Southland Life. 
prominent feature of the tower wi 
be the 36th and 37th floors, which ar 
cantilevered out eight feet from bo 
sides of the face of the building. The 
two floors will be devoted to privat 
club and restaurant facilities. Toppinj 
the entire structure will be a helipor 
available for use by business firms iy 
the building. Basement facilities in 
clude a 2,500-car garage. 











Uruguayan Wants To Be 
Related To Huber Agency 


The fame of New York’s Solomoj 
Huber agency of Mutual Benefit Lif 
and its “Estatology” estate plannin 
procedure has evidently extended t 
South America. The following lette 
was recently received from an Uru 
guay insurance man: 

Dear Sirs, 
LIFE ASSURANCES 

As I am working on the place in t 
doing life Assurances and considerin 
that many people wanted to do it i 
U.S. value, I should be very grateful 
to be related with you under the con 
dicion of a confidencial procedure 

If you agree that I do some busi 
ness for you, send me all the neces; 
ary instructions. 

Trusting that I 
favorable reply, 

Sincerely yours, 


Milwaukee GAs Elect 


Harold E. Kasche, Aetna Life, has) 
been elected president of the Mil- 
waukee Life Managers & General 
Agents Assn., succeeding Harold F 
Bowes, Phoenix Mutual. Others elect; 
ed were Dale A. Simpkins, New York 
Life, and John J. Frey, Prudential 
vice-presidents; Paul J. Quillin, Mu; 
tual Benefit Life, treasurer, and Dudley 
Fields, Travelers, secretary. 

Stockholders of Old Republic Life 0 
Chicago will meet Jan. 17 to vote of 
a proposal to pay a 5% stock dividend 
If issued, the new shares will partici 
Loe in all cash dividends payable i 


shall receive 4 
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Teachers Told Of Research Material 
Available From Life Organizations 


PHILADELPHIA—The broad range 
of research material on life insur- 
ance and their students through 
the various associations of the busi- 
ness was reviewed in a panel discus- 
sion at the silver anniversary meeting 
here of American Assn. of University 
Teachers of Insurance. 

The panel consisted of Arthur C. 
Daniels, vice-president and secretary 
of Institute of Life Insurance, who 
was moderator; Albert I. Hermalin, 
assistant director of the division of re- 
search and statistics of the institute; 
Alfred Cranwill, director of the infor- 
mation division of the institute, and 
James R. Williams, vice-president of 
Health Insurance Institute. 

Pointing out that from the consid- 
erable amount of research informa- 
tion collected by the associations of 
the business there is a large pool of 
data that can be of great help to 
teachers and students, Mr. Daniels em- 
phasized that research is the tool of 
everyone. 

“What must be kept in mind is that 
the person undertaking the research 
has in mind a public as well as an 
area of information on any research 
project,” he said. “While often mate- 
rial for one public is suitable to an- 
other, this does not necessarily follow. 
Still, there is a surprising common 
interest on many subjects and a sec- 


ij ond use of such research is much 


more than just a by-product type of 
use.” 


Mr. Daniels said a basic approach is 
always essential in research and thus 
the associations undertaking the re- 
search can give the greatest coopera- 
tion and render the greatest service 
when they know as much as possible 


+1 about the reason for the inquiry. 


Mr. Hermalin, discussing the role 
of Institute of Life Insurance in stat- 
istical research, said that its function 
was the “compilation of these indus- 
try-wide statistics which will be aids 
in describing to as wide a public as 
possible the scope and nature of the 
life insurance business. 

“We generally do not undertake 
highly specialized studies of limited 
scope which might be of interest only 
to the life companies themselves,” he 
said. ‘““‘We do develop a great body of 
data which are useful to the compa- 
nies, to research students and to tech- 
nicians.” 


The institute has also utilized sam- 
ple surveys of the population as a 


‘Imeans of gaining new insights into 
jJthe patterns of life insurance owner- 


ship on the family level, he said, add- 
ing that “such data are valuable com- 
plements to the over-all financial 
data developed from life insurance 
company records in that they provide 
a picture of how life insurance is util- 
ized in the security arrangements of 
American families.” 

Mr. Cranwill pointed out that, as a 
central source of information, the in- 


4 stitute makes many services available 


to teachers and students. These serv- 
ices are in the nature of background 


Tmaterial and reference sources on 
‘several hundred topics related to the 


life insurance business. 

The List of Worthwhile Life Insur- 
ance Books was cited as an example, 
this being an annual compilation, 
This year 


mostly on a single copy request basis. 


Mr. Cranwill also said that the in- 
stitute from its start has accumulated 
published material of all types, or- 
ganized by topics. These subject files 
are a valuable source of much re- 
search material. The institute’s li- 
brary is extensively used by graduate 
students. 

Turning to the health insurance 
field, Mr. Williams said that much 
has already been assembled and more 
is being gathered in the way of re- 
search material on this subject. 

“Much progress has been made in 
the health insurance field in broaden- 
ing and extending the benefit pattern 
and improving the services,” he said. 
“The very nature of health insurance 
calls for a continuing study of the 
broad field of medical care financing. 
Through the institute and the Health 
Insurance Assn. of America, studies 
are now under way relating to the 
personal medical bills of the Ameri- 
can people, public attitudes toward 
health insurance, the evolution now 
going on in medical care, needs of 
various population and age groups 
and many more related subjects.” 

In the past 20 years, said Mr. Wil- 
liams, health insurance and its rela- 
tionship to financing medical care has 
become an integral part of the na- 
tion’s economic, social and political 
life. 


Form New Life Insurer 


ST. LOUIS—Key Life Ins. Co. of 
St. Louis has been incorporated here. 
It was authorized to issue up to 
1,000 shares of $100 par value com- 
mon stock. The incorporators include: 
David B. Lichtenstein, Anthony A. 
Buford, W. A. Gerard, L. S. Wood- 
stock, David B. Lichtenstein Jr., E. B. 
Best, O. H. Love, J. P. Cole and Daniel 
B. Lichtenstein. L. S. Woodstock is 
vice-president of the company, which, 
for the time being, will have its of- 
fices at 634 North Grand boulevard. 
A number of the stockholders of the 
new company are prominent in the 
ee banking and small loan 
ields. 


Agency Holds Open House 


Leonard R. Wood and C. E. Tussey, 
general agents at St. Louis for Mas- 
sachusetts Mutual Life, held an open 
house recently to show their newly 
remodeled and refurnished offices on 
the seventh floor of the 506 Olive 
street building. James Martin, direct- 
or of agencies, was on from the home 
office to attend the ceremonies. Bern- 
hard F. Kalb, regional group manager, 
came from Chicago to see the new 
offices. Woods and Tussey agency has 
30 full-time agents; paid-for ordinary 
is $16,800,000 annual, plus $3,500,000 
group life and $2,500,000 of brokerage. 


Increases Interest Rate 

Equitable Reserve Association has in- 
creased the interest rate on policy pro- 
ceeds left on deposit by policyholders 
or beneficiaries to a minimum of 3% as 
of Jan. 1. 


PERSONALS 


Lewis W. Douglas, chairman of Mu- 
tual of New York and former ambassa- 
dor to Great Britain, is in Harkness 
Pavilion of Presbyterian Hospital at 
New York where he is recovering well 
from an abdominal operation for a 
benign condition. 








Among. those 
whose promotions 
at LIAMA were 
reported in last 
week’s issue: From 
left, Robert C. 
Nuckhols, program 
director in the re- 
search division; 
Howard H. Becker, 
assistant secretary 
in the administra- 
tive division; John 
A. Antoinetti, pro- 
gram _ director in 
the research divi- 
sion; and Paul W. 
Thayer, associate 
program director 
in the research division. 
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Ind. Bank Using Credit 


Life On Individual Basis 


American-Fletcher National Bank 
& Trust of Indianapolis is making 
available to its correspondent banks 
throughout the state group creditor 
life insurance under individually writ- 
ten policies for installment loan bor- 
rowers. Prudential is the insurer. 


American-Fletcher will act as admin- 
istrative agent. Cover is up to $5,000 
for an individual borrower and appli- 
cable to customers whose notes are 
repayable up to 36 months, or up to 
60 months in the case of home mod- 
ernization and improvement loans. 


Chesapeake Life of Baltimore has 








ACTUARIES 








CALIFORNIA 


been licensed in Delaware. 


ILLINOIS (Cont.) 





COATES, HERFURTH & 


ENGLAND 
CONSULTING ACTUARIES 
San Francisco Denver Los Angeles 








CHASE CONOVER & CO. 
Consulting Actuaries 
and 
Insurance Accountants 


332 S. Michigan Ave. Chicago 4, Ill. 
Telephone WAbash 2-3575 





GEORGIA 





RINTYE. STRIBLING 
& ASSOCIATES 


Consulting Actuaries—Insurance Accountants 
Pension Consultants 
William-Oliver Bldg. 
JAckson 3-7771 


Atlanta 











GA.-VA.=N.Y. 





BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 








IOWA 
TAYLOR AND TAYIOR 


Consulting Actuarial and 
IBM Statistical Service 


814 American Bldg. 
Cedar Rapids, Iowa 


INDIANA & 
NEBRASKA 


Haight, Davis & Haight, Inc. 


Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Omaha 





Home Office 














Indianapolis 


NEW YORK 








GEORGIA & 
MICHIGAN 





Alvin Borchardt & Company 
CONSULTING ACTUARIES 
_ AND _— 


INSURANCE ACCOUNTANTS 
3501 Cadillac Tower Detroit 26, Mich. 
1106 William Oliver Bldg. Atlanta, Ga. 











ILLINOIS 


Wolfe, Corcoran and Linder 


Consulting Actuaries 
Insurance Accountants 


Employee Benefit Plan Consultants 
116 John Street New York 38, N. Y. 








PENNSYLVANIA 





E. P. HIGGINS & CO. 
(Frank M. Speakman Associates) 


Consulting Actuaries Bourse Building 
Accountants Phila. 6, Penna. 








CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 








Lenard E. Goodfarb, F.S.A. 


Consulting Actuary 


Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 














omething New has been added! 





Parents’ Magazine 
has awarded its 
coveted Seal to 
United of Omaha’s 


famous Family Policy. 











The United Family Policy is made to order for new 
and young, growing families just like yours. You 
get whole family life insurance protection with ONE 
policy. United even automatically insures every 
new arrival—at no increase in payments. Mom* 
and the kids (from 15 days until they are 21 years 
old) are each insured for $1,000. Dad, who needs 
more protection, is provided with $5,000 of whole 
life insurance coverage PLUS cash and loan bene- 
fits. This is the new, economical way to enjoy whole 
family protection. ONE policy. ONE payment. The 
cost is lw—if you are age 30, only $10.05 a month 
for protection as shown in the chart below. 


Here's how the plan works 




















(3) $5 ,000 Whole life insurance protection 
on Dad 
a Term insurance. 
ce) $1 ,000* (This protection continues to Dad's 
65th birthday.) 
on Mom 
ZA Each (present and future), term 
. * $1 ,000 insurance from 15 days to 21 years 
= of age. 
on the Kids 








*Amount varies with age difference between husband 


end wife. $1000 is amount when both are the same age. 





PARENTS’ 


UNITED BENEFIT LIFE INSURANCE COMPANY Name 


Home Orrice: Omana, Nesraska. Canantan Orrice: Toronto. 
Service Orrices THroucnout tHe Unitep States, Canapa ano Hawan. 








CONSUMER 
SERVICE BUREAU 





October Parents’ Magazine 
carried the advertisement 
shown below, in page-and- 
a-half size, to more than 
1,775,000 families having 
growing children. 








q¢ MAGAZINE 
40 e& 
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A new kind of life insurance protection for the whole family 


ines Dad-Mom and tl ne Kids 
















and 

every new 
member is 
automatically 
insured at 
no increase 
in payments 


old Doe stork 

says this is 

the greatest 

thing since babies 
lad wil be wise. 

to mail this coupon 


to United of Omaha 


right now — 
Mother may too 









Unitep of OMAHA 

Uniteo Bencrit Lire Insurance Company 

Omana, NeBraska 

(pert. 7050) 

I want full particulars on this new United Family Plan. 
lam ——__ years old. 





Appress. 





A Billion Dollar Life Insurance Company 
City State 
Numeer oF CuILoren 














BE FARSIGHTED ...GO UNITED. Yes, Go United.. 


.and latch onto a high-pay sales career in your own 


home territory. You get invaluable training at one of the United New Man or Unit Manager’s 


Schools... 


training that helps you gain a footing in one of the country’s best paid sales organizations. 


For free details on this opportunity, write UNITED OF OMAHA, Omaha, Nebraska, Department NLU-158. 

















| nemb 


Plyn 
with $ 
plus. 4 
$393,5¢ 
insura! 

Wes 
at the 
surplu: 
$750,4£ 

Inte! 


ibeen s 


Louisv 
chairm 





